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MORE life insurance for LESS MONEY ... was our aim 
when we designed our Preferred Risk Policy, For the 
rospect with a better than average reputation, occupation, 
income, physical condition and family health history, this 
policy gives a marked reduction in cost for an equivalent 


amount of insurance. But most important, are the extra plus 
values with a Union Mutual Preferred Risk Policy... 
for example... 


p High guaranteed cash values particularly in the 
early years. 


21% settlement options provide high retirement income 
guarantees and high income payments to beneficiaries. 


Low premiums plus our top dividend scale. 
Disability Income to age 65 is available up to $100 
a month by rider. 


Today it’s the PLUS values that make the difference! 
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THE WISE OLD OWL SAYS: 


“Be prepared... 


and your ouney will be safe”’ 


Before a child is allowed: out alone he 





is carefully taught the rules of safety. 
He is told to look both ways before stepping from the curb. 
For safety’s sake everyone should take a good long look 
toward the future. Then . . . with the help of SOUTHLAND 
LIFE services ... you can prepare the plan of insurance 


which will guarantee the safety of his family. 


SOUTHLAND LIFE multiple 


_ services are available to you 







and your policyholders through 


liberal brokerage agreement. 
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JOHN W. CARPENTER, President 
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-GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES— AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 


Over 190 Service offices in the 
United States, Alaska and Hawaii 
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QUALITY 
INTEGRITY 
STABILITY 





What the man who buys 


and the man who sells 






have a right to expect 






in their life insurance 





company. 






WEST COAST LIFE 


INSURANCE COMPANY 


HOME OFFICE SAN FRANCISCO 


ACCIDENT HEALTH 


YOUR CLIENTS 
DESERVE THE BEST 


Complete Coverages in— 


e LIFE INSURANCE 
¢ ENDOWMENTS 
e ANNUITIES 

¢ COMBINATIONS 


LIFE + HEALTH +» ACCIDENT 


¢ GROUP INSURANCE 
¢ HEALTH & ACCIDENT 
¢ HOSPITAL 

¢ POLIO 
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Cummings Calls for 
College Course in 
Agency Management 


Managers of Future 
Should Be Educated 
in Principles Today 


O. Sam Cummings, general agent at 
Dallas for Kansas City Life, told the 
San Francisco General Agents & Man- 
agers Assn, that the time has come for 
some university to offer a course in life 
insurance agency 
management 
on either a gradu- 
ate or undergrad- 
uate level. Mr. 
Cummings declared 
that there is pres- 
ently no place for 
the man to turn 
who desires to 
study the principles 
and practices of life 
insurance agency 
management before 
he enters the voca- 
tion of whe ada Sak Oo. S. Cummings 
management. Un- ‘ 
dergraduates rarely select life manage- 
ment work as a career because there are 
no courses available in which they can 
learn the techniques in this specialized 
field of management. He said that even 
had some university school of business 
decided as recently as 1948 that there 
was a demand for some such course, it 
would have been difficult to set it up, 
because there were then available no 
textbooks on agency management. 

Mr. Cummings commented, “To be 
what I believe is realistic, it is quite 
probable that most company agency ex- 
ecutives and most general agents and 
managers got their education in the 
principles and practices of agency man- 
agement solely in the school of experi- 
ence, will reject the idea that a man may 
take even the initial steps in preparing 
himself for a career in our field by en- 
rolling in college courses. They would 
doubtless have you believe that all the 
things that agency managers should 
know can only be learned by first selling 
life insurance or by serving as a cashier 
and then by serving an. apprenticeship 
as a supervisor or assistant manager 
under an experienced general agent or 
manager. Please note that I did not 
say that such apprenticeship is not de- 
sirable, perhaps essential, but not all the 
things that it is necessary to know 
need only be learned that way. Many 
basic principles can’ best be learned in 
the classroom from trained and experi- 
enced teachers. Apprenticeship is pri- 
marily training rather than education.” 


L.I.A.M.A. Not for Neophytes 


Mr Cummings said that the lecture 
courses conducted by L.I.A.M.A. have 
done a great deal of good for the 6,000 
persons who have graduated from them, 
but that they are designed for persons 
already engaged in agency management 
and not for those who desire to pre- 
pare for a career in this field before 
they engage in this line of work. Like- 
wise, preparation for the C.L.U. exam- 
inations in agency management 1s con- 
fined to those already engaged in such 
work, 

Mr. Cummings commented that nearly 
every university school of business 1s 
offering courses in the broad areas of 





Hourly Schedule Is Given 
for Commissioners Rally 


_ Assistant Secretary Hugh Tollack has 
released the hour-by-hour schedule of 
committee meetings and plenary sessions 
for the convention of National Assn. of 
Insurance Commissioners at the Con- 
rad Hilton hotel, Chicago June 22-26. 
The schedule is presented herewith ex- 
cept for meetings exclusively of interest 
to property insurance people. 


Sunday, June 22 


10:00 a.m.—Liaison committee, Lar- 
son, Florida, chairman. | 
10:00 a.m.—Subcommittee to study 


Stone letter re assistant secretary’s of- 
fice (executive session) Cheek, North 
Carolina, chairman. 

10:00 a.m.—Subcommittee A. & H. pol- 
icy benefits in relation to premiums, 
Wickstrom, Michigan, chairman. 

11: a.m.—Subcommittee uniform 
qualification and licensing laws, Knowl- 
ton, New Hampshire, chairman. 

11:00 a.m.—Subcommittee examina- 
tions practice and procedure manual re- 
vision (executive session) Hooker, Con- 
necticut, chairman. 

1:30 p.m.—Subcommittee: What level 
of contingency reserves are appropriate 
for various types of group coverage and 
in what manner should these reserves 
be set aside, Bohlinger, New York, chair- 
man. 

2:30 p.m.—Subcommittee life insurance 
solicitation on military bases jurisdiction 
over which had been ceded to federal 
government, Day, Illinois, chairman. 

4:00 p.m.—Executive committee, Mur- 
phy, South Carolina, chairman. 

Hon. Ellery Allyn, vice-chairman, 
Connecticut. Amendment N.A.I.C. 
Je mg: meeting procedure; ex- 
change and distribution of informa- 
tion and cancellation of licenses; 
invitations for future’ meetings; 
atomic bomb test, Paul Hammel, 
Nevada commissioner; blanks com- 
mittee report; reinsurance subcom- 
mittee report; report of subcommit- 
tee to study Stone letter re assistant 
secretary’s office; report of subcom- 


mittee to study sites for future 
meetings; assistant secretary’s re- 
port. 


Monday, June 23 

9:00 a.m.—Unauthorized insurance com- 
mittee, Southall, Kentucky, chairman; 
life insurance solicitation on military 
bases jurisdiction over which had been 
ceded to the federal government sub- 
committee report. 

9:00 a.m.—Subcommittee uniform de- 
posit laws and regulations and security 
or insolvency funds, Kavanaugh, Colo- 


rado, chairman. 

9:00 a. m.—Subcommittee Blue Cross- 
Blue Shield, Crichton, West Virginia, 
chairman. 


Status of Health Services, Ine., and 
Blue Shield enrolling plan; minimum 
reserves for non-profit hospital and 
medical service plans; rights of oste- 
opathie physicians to participate in 
non-profit medical service plans; 
study of non-profit hospital service 
plan enabling act. 
11:00 a.m.—Plenary' session; Frank 
Sullivan, Kansas, president, presiding. 

:30 p.m.—lInterstate cooperation com- 
mittee, Martin, Louisiana, chairman; re- 
port of survey by New York department 


on policy approvals. 
3:30 p.m.—Blanks committee, Robin- 
son, Ohio, chairman; fraternal blank 








knowledge embraced by life insurance 
management, but they do not apply 
these principles to the specific and spe- 
cial problems of life insurance agency 
sales and business management. 

The speaker declared, “The time has 
arrived, in my opinion, for some uni- 


versity school of business to offer 
courses in life insurance agency man- 
agement. Because the average man en- 


tering management today is a college 
graduate and eligible for a graduate de- 
gree, it seems to me that these courses 
should be offered in a graduate school 
and lead to a master’s degree. Perhaps 
the university would permit some per- 
sons who are not college graduates to 
enroll as special students. The offering 
of such courses in life insurance agency 
management would put those engaged 
in the marketing end of our industry 
among the foresighted leaders of Ameri- 
can business who believe that business 
can and should be professionalized,” he 
declared. 


subcommittee to study the presentation 
of excess loss reinsurance in annual 
statement. 


Tuesday, June 24 


9:00 a.m.—Laws and legislation com- 
mittee, Butler, Texas, chairman; uniform 
deposit laws and regulations and se- 
curity or insolvency funds subcommit- 
tee report; uniform qualification and 
licensing laws subcommittee report. 

10:30 a.m.—Life committee, Leggett, 
Missouri, chairman. 

Study of possible effects of atomic 
warfare on mortality experience; 
war clause subcommittee report 
what level of contingency reserves 
are appropriate for various types 
of group coverage and in what man- 
ner should these reserves be _ set 
aside, subcommittee report; advisa- 
bility of supervision and regulation 
of commercial pension funds by state 
insurance departments; consideration 
of rules and regulations governing 
sale of credit life and credit insur- 
ance; to what extent are life insur- 
ance companies using group life 
profits to absorb group A. & H. 
losses; the desirability of adopting 
an “official guide” for the filing and 
approval of life forms, similar to 
the A. & H. guide “to interpret and 
deal with non-statutory require- 
ments;” to explore the possibility of 
agreement among departments as 
to what constitutes employe or 
“wholesale” insurance with basic 
underwriter rules (as in group in- 
surance) as well as required pro- 
visions; may a mutual life company 
write non-participating policies? 

12:00 noon—Luncheon. 

2:30 p.m.—A. & H. committee, Knowl- 
ton, New Hampshire, chairman. 

Blue Cross-Blue_ Shield subcommittee 
report; policy benefits in relation to 
premiums, subcommittee report: 
clause excluding coverage when hos- 
pitalized in government hospitals: 
effect, if any, of elimination of brief 
description by 1951 standard pro- 
visions law on requirement of par- 
graph M of item 2, page 8, third 
edition, official guide; insurer com- 
pliance with the uniform individua 
accident and sickness policy provi- 
sion law. 

2:30 p.m.—Taxation and real estate 

committee, Viehmann, Indiana, chairman. 

4:30 p.m.—Examinations committee, 
Bowles, Virginia, chairman. 

hat the association manual of ex- 
amination practice and procedure 
be amended to provide a separate 
section dealing with rates, rating 
bureau affiliations and statistics per- 
taining to experience and rates; ex- 
aminations practice and procedure 
manual revision subcommittee re- 
port; reconsideration of Zone 4 reso- 
lution covering inclusion of certain 
salary information of officers and 
to what constitutes “employe” or 
directors in all reports of association 
examinations; extent, if any, to which 
examiners should adjust the income 
tax liability of an examined com- 
pany as a result of substantial dif- 
ferences between their claim of lia- 
bility reserves and those set up by 
the company; the matter of calling 
examinations and setting the pre- 
liminary work to be done in a week 
or 10 days and the regular examin- 
ation to follow within the next 60 
or 90 days; examination call pro- 
cedure by assistant secretary’s of- 
fice. 
Wednesday, June 25 

10:30 a.m.—Valuation of securities 
committee, Bohlinger, New York, chair- 
man; valuation of securities subcom- 
mittee report. 

1:00 p.m.—Open period for zone meet- 
ings and the preparation of committee 
reports. 

3:00 p.m.—Plenary session. 
Thursday, June 26 

10:00 a.m.—Commissioners 
ecutive session. 


Schedule Richmond Hearing 


RICHMOND—Ernest M. Gunzburg, 
Richmond agent, has been ordered to 
appear before Virginia state corporation 
commission June 30 on charges that 
he fraudulently sold a policy on a Rich- 
mond man without authorization of the 
prospect. Mr. Gunzburg denies that he 
violated the law. The complainant, John 
M. Christian, alleges that Mr. Gunz- 
burg collected an initial premium on a 
policy from the wife of Mr. Christian 
while her husband was out of the city. 


only ex- 


Neal President of 
H. & A. Conference, 
Rietz Next in Line 


Noteworthy Program 
Presented at Group's 
Annual Meeting at Denver 


By JOHN C. BURRIDGE 


DENVER—Health & Accident Un- 
derwriters Conference at its annual meet- 
ing here this week elected Robert R. 
Neal, North American Accident, the new 
president to succeed Jarvis Farley, 
Massachusetts Indemnity, and moved H. 





Robert R. Neal H. Lewis Rietz 


Lewis Rietz, Lincoln National Life, into 
the line of succession as chairman of the 
executive committee. Travis T. Wallace, 
Great American ‘Reserve, Dallas, is first 
vice-president; A. P. Dowlen, Republic 
National Life, second vice-president; 
R. L: Paddock, Time of Milwaukee, sec- 
retary. Named to the executive com- 
mittee were P. G. Korn, National Cas- 
ualty; J. T. Phillips, New York Life; 
R. W. Smith, Unity Mutual Life & Ac- 
cident, and Paul W. Watt, Washington 
National. 

The program was of exceptional 
quality, the speakers for the most part 
handling their subjects on a broad basis 
reflecting the wide influence A. & 
insurance. has attained in the economy 
and politics of the country. Of special 


interest were the talks of Commis- 
sioner Frank Sullivan of Kansas, presi- 
dent of National Assn. of Insurance 


Commissioners, and Harry Becker, for- 
merly of the CIO, who is a member of 
Commission on Financing of Hospital 
Care. Ralph T. Heller, Prudential, chair- 
man of Health Insurance Council, ex- 
amined some problems of the health 
insurance business, and J. E. Hellgren, 
Lumbermens Mutual Casualty, was 
candid in his review of the group lines. 


Sullivan Suggests Changes 


_ Commissioner Sullivan, who was the 
first program speaker, took the com- 
panies to task for their advertising and 
for some shortcomings of the field force, 
asserting that too much emphasis is put 
on volume and commissions and not 
enough on service. The public can be 
denied payments on a claim legally, he 
said, but it leaves a very bad impres- 
sion. He suggested that perhaps level 
commissions might take the edge off 
the hunger for volume. The agents 
would not move so fast from one pros- 
pect to another without giving adequate 
information about the policy. Mr, Sul- 
livan said he was dwelling on things 
causing many insurance departments to 
have two or three extra men on the 
(CONTINUED ON PAGE 19) 
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Observers Hopeful Pension Experts Get Data Hospital Economics 
on Equity Annuity Plan 


tor Estate Tax 
Redress by Congress 


WASHINGTON—Life insurance in- 
dustry representatives expect Congress 
will enact legislation to extend the 1951 
system of income taxation of life com- 
panies to the year 1952. ; 

They are hopeful for favorable action 
on the bill of Rep. Willis, Louisiana, to 
permit the marital deduction for estate 
tax purposes with respect to certain life 
insurance proceeds in community prop- 
erty states. . 

The internal revenue bureau has writ- 
ten a number of letters to members of 
Congress and others interested on this 
subject. There has been no formal pub- 
lished ruling, however. Lawyers repre- 
senting private interests are willing to 
concede that the bureau is correct, tech- 
nically, in these letters, some of which 
amount to rulings that the entire life in- 
surance proceeds in Louisiana, for ex- 
ample, are subject to federal estate tax- 
ation. The same principle is believed to 
apply in Texas and perhaps other com- 
munity property states. The Willis bill 
undertakes to correct this situation by 
making only half of life insurance pro- 
ceeds subject to estate taxation. 

Prospects for the bill’s passage are 
considered good by observers. Internal 
revenue does not object to it, as it con- 
siders the existing situation to be unfair. 
It is understood among bureau people 
and insurance representatives that when 
the revenue act of 1948 was passed, with 
its provision relative to estate taxation 
of insurance proceeds, nobody anticipat- 
ed it would work out to permit such 
taxation of all such proceeds in com- 
munity property states. 





Dr. Shearon, Williamson 
Sounded Alarm on SSS. Bill 


WASHINGTON—Dr. Marjorie Shea- 
ron, social security researcher, is given 
credit by insurance observers for knock- 
ing out the Doughton social security 
bill in the House. She is said to have 
discovered the bill’s provision denounced 
as opening wedge for “socialized medi- 
cine,” and alerted American Medical 
Assn. The latter’s Chicago headquar- 
ters took up the battle with its Wash- 
ington representative carrying the ball, 
via telegram. 

W. Rulon Williamson, actuary and 
social security authority, wrote all Re- 
publican members of the House in op- 
position before the bill was called up qn 
the floor, where-it failed to pass by the 
two-thirds majority necessary under sus- 
pension of the rules. He also wrote 
Democratic members of the House from 
Virginia, South Carolina, Georgia and 
Florida pointing out bad features of the 
bill. Later, he congratulated a number 
of members for voting against it. 

“The administration struck from am- 
bush in two bills—coming to the floors 
of the respective houses without hear- 
ings,” Mr. Williamson commented to 
THE NATIONAL UNDERWRITER. One was 
the Doughton bill; the other proposed 
as an amendment by Senator McFar- 
land, majority leader, to the House bill 
to exempt from taxation transfers of 
securities by insurance companies to se- 
cure performance of obligations. 

“Both were repulsed,” said Mr. Wil- 
liamson, “and no hearings can help them 
—but only the country. Congress had 
waked up when it voted ‘No’ on the 
jerry-built attempt to add more future 
commitments.” 


Chicago C.L.U.s to Elect Ober 


Chicago C.L.U.s will elect the follow- 
ing officers at the June 5 meeting: 
Robert F. Ober, Berkshire Life, presi- 
dent; Robert K. Schott, Phoenix Mu- 
tual Life, vice-president; John O. Todd, 
Northwestern Mutual Life, treasurer; 





Oliver A. Aspegren II, Ohio National 
Life, secretary. 





NEW YORK~—In spite of their back- 
ground of dealing almost exclusively 
with dollar-obligation retirement plans, 
members of the American Pension Con- 
ference showed a lively and opened- 
minded interest in the presentation of the 
College Retirement Equities Fund by 
George E. Johnson and William C. 
Greenough, vice-presidents of Teachers 
Insurance & Annuity, of which the new- 
ly created fund is an affiliate. 

Purpose of the fund is to invest in 
equities and pay participants on the 
basis of their shares rather than in terms 
of fixed dollar obligations. Half of each 
participant’s contributions would go into 
equities and the other half into conven- 
tional life insurance investments in an 
endeavor to provide income that would 
vary as closely as possible with the dol- 
lar’s purchasing power. 


Question Reception to Cuts 


The principal question in the members’ 
minds seemed to be the _ possibility 
of misunderstanding and dissatisfaction 
when a 75 or 80 year old retired pro- 
fessor found the income from the equity 
part of his retirement annuity declining 
because of reduced earnings on common 
stocks. Some wondered if it might not 
be difficult for such recipients to appre- 
ciate the reasons for the decline even if 
the purchasing power of their reduced 
income increased as the plan envisions. 

In his talk, Mr. Greenough pointed 
out that for the College Retirement 
Equities Fund type of operation to be 
successful policyholders must be willing 
to accept some new ideas. They must 


realize that a fixed dollar annuity is in 
a very real sense a “variable” annuity 
in terms of purchasing power and they 


must be willing to accept the fact that 
the unit annuity, based on common stock 
performance, will not provide a fixed and 
level income, either in terms of dollars 
of purchasing power; nor can projections 
be made of the dollar benefits to be pro- 
vided by the unit annuity. 

“In spite of the inroads that inflation 
has made in recent years, there is a gen- 
eral belief that fixed dollar obligations 
such as those of life insurance compa- 
nies, savings banks, government bonds, 
etc., are relatively risk-free, while com- 
mon stocks are essentially speculative,” 
said Mr. Greenough. ‘Actually, both are 
speculative, but in different ways, and 
by balancing the two against each other 
in a long-range program a great deal of 
speculation can be taken out of each.” 

Mr. Greenough conceded that common 
stocks are of course volatile as to prices 
and dividend payments but he said there 
is need to remove from the public mind 
the overemphasis on two years—1929 
and 1932. The public does not remem- 
ber that the stock market fall from 1929 
to 1932 was not so much greater than 
the previous rise and that recovery to a 
reasonable level from the 1932 low was 
fairly rapid. Speculative methods, in- 
cluding buying common stocks on mar- 
gin, buying at one point in common 
stock prices, and the like, led inevitably 
to the disappointments that were to fol- 
low. 


NO DISASTER 








“The year 1932 was a low.point but 
by no means disastrously so for persons 
who had been purchasing stocks outright 

(CONTINUED ON PAGE 18) 











Attiving Early 


Production reports for the first four months of this year 


indicate that Commonwealth’s goal of 600 millions of 


insurance in force will be reached in November . . . well 


ahead of schedule. 


New business for the first four months of 1952 was 


37.1% greater than it was during the same period last 


year. The gain of insurance in force, however, was even 


more remarkable . 


parable figure for 1951. 


. . It exceeded by 52.5% the com- 


INSURANCE IN FORCE, May 1, 1952 — $561,421,254 


COMMONWEALTH 
Life Jusurance Company 


HOME OFFICE ¢ LOUISVILLE, KY. 





Must Be Explained 
to Insuring Public 


The rapidly rising cost of hospital 
prepayment has brought the economy 
to necessity for a decision whether tg 
make comprehensive prepaid hospital 
care generally accessible or to retreat 
toward fewer benefits and fewer pre. 
payment plans, Harry Becker, associate 
director of Commission on Financing 
Hospital Care, declared at the Convyep. 
tion of Western Hospitals at San Fran. 
cisco. Making hospital prepayment truly 
comprehensive calls for aggressive and 
intensive public education on the reason 
why it is an essential consumer expend}. 
ture and this is the only route that can 
honestly be taken. He told the hospital 
administrators that valid assurances 
must be given the public that the hos. 
pitals are finding ways for increased 
efficiency and improved provision of 
health service. 


Cost May Rise 20% 


Mr. Becker said that the cost of hos- 
pital care per patient per day for the 
country as a whole will continue to rise 
at about the same rate. This will mean 
that the daily cost of hospital operation 
may be as much as 20% or more higher 
in 1954 than it is today and the monthly 
charge for prepaid hospital care may 
be expected to rise even more. He indi- 
cated that even though the cost of living 
should level off or drop, the cost of 
hospital care may still continue upward 
because the factors are only partly 
related to the cost of living. The cost 
of the fight to bring bed supply some- 
where near demand will be continuous 
regardless of economic fluctuation. 

Looking ahead 10 years, he indicated 
that hospital income will become almost 
entirely prepaid. 





Consumer Credit Insurers’ 
Speakers Are Announced 


Dr. James S. Thomas, economist and 
former president of Clarkson College of 
Technology and Chrysler Institute of 
Engineering, speaks at the first con- 
vention of Consumer Credit Insurance 
Assn., May 30-June 1 at Hot Springs, 
Va., on “Consumer Credit and Broader 
Living.” 

Cecil Woods, president of the asso- 
ciation and of Volunteer State Life, 
gives the keynote address tracing the 
history of the industry’s growth, and 
Allen Dolliver, president of Security 
Bankers Management Corp. and Family 
Finance Corp., both of Wilmington, 
Del., will speak on the importance of 
consumer credit insurance to the na- 
tional economy. 

Other speakers are Dwight W. Hol- 
lenbeck, president Credit Life, Spring- 
field, O.; Frank J. Scott, vice-chairman 
of Bankers Security Life, New York, 
which as Morris Plan Insurance So- 
ciety was the first consumer credit in- 
surer, and Arthur J. Cade, vice-president 
Old Republic Credit Life, Chicago. 


Southall at Kentucky Meet 


Insurance Commissioner Southall of 
Kentucky addressing the annual meet- 
ing of Kentucky Life Underwriters 
Assn. at Louisville commented that in 
the period since the new life agent's 
qualification law became effective his 
department has given approximately 
1,555 written examinations for life li- 
censes and added that the new system 
seems to be working “fairly well.” He 
said that for the first time the 1950 
code gave the department some chance 
to effectively supervise the licensing 
and operations of life agents. 


McCone Heads Trust Council 

Henry E. McCone, trust officer of 
Hartford National Bank & Trust Co., 
has been elected president of Connec- 
ticut Life Insurance & Trust Council. 
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J. 5. Supreme Court 
Bolsters Employer's 
Right to Bargain 


Upholds American 
Natl. Management 
Function Clause 


The U.S. Supreme ‘Court has asserted 
the right of the employer to bargain for 
a management function clause in a labor 
agreement by ruling that American Na- 
tional in insisting on such a clause was 
not guilty of refusal to bargain collec- 
tively with Office Employes Interna- 
tional Union, AFL. The highest court 
thus reaffirmed decision of the court of 
appeals for the 5th circuit in NLRB vs. 
American National. The circuit court 
had reversed the NLRB view that the 
respondent failed to bargain collectively 
in good faith by reason of its bargain- 
ing for a management functions clause. 

The supreme court in its opinion 
delivered by Chief Justice Vinson notes 
that Congress provided expressly that 
NLRB should not pass upon the de- 
sirability of substantive terms of labor 
agreements. The decision comments, 
“whether a contract should contain a 
clause fixing standards for such.matters 
as work scheduling or should provide 
for more flexible treatment of such mat- 
ters is an issue for determination across 
the bargaining table, not by the board. 
If the latter approach -is agreed upon, 
the extent of union and management 
participation in the administration of 
such matters is itself a condition of em- 
ployment to be settled by bargaining. 
Accordingly, we reject the board’s hold- 
ing that bargaining for the management 
function clause proposed by respondent 
was, per se an unfair labor practice. 
Any fears the board may entertain that 
use of management functions clauses 
will lead to evasion of an employer's 
duty to bargain collectively as to ‘rates 
of pay, wages, hours and conditions of 
employment’ do not justfy condemning 
all bargaining for management functions 
clauses covering any ‘condition of em- 
ployment’ as per se violations of the 
act. 

The decision held that the respondent 
was justified in bargaining for a man- 
agement functions clause as a counter- 
proposal to the union’s demand for un- 
limited arbitration. American National’s 
unilateral action in changing working 
conditions during bargaining was ad- 
mitted to have been a departure from 
good faith bargaining, but the supreme 
court refers to it as subject to an 
enforcement order issued by the appeals 
court and not challenged. 


Oppose Unlimited Arbitration 


In bargaining over the contract, 
American National objected to provi- 
sions calling for unlimited arbitration 
and proposed a so-called management 
functions clause listing matters which 
were held to be by the company the 
responsibility of management and ex- 
cluding such matters from arbitration. 
The union objected to the portion of the 
clause providing: 

“The right to select and hire, promote 
to a better position, to discharge, de- 
mote or discipline for cause, and to 
maintain discipline and efficiency of 
employes and to determine the schedule 
of work are recognized by both union 
and company as a proper responsibility 
and prerogative of management to be 
held and exercised by the company, and 
while it is agreed that an employe feel- 
ing himSelf to -have been aggrieved by 
any decision of ‘the company in respect 
to.such matters, or the union in his be- 
half, shall have the right to have such 

(CONTINUED ON PAGE 20) 


Coast Executives Review 


Electronic 


Devices 


Agency Department Problems Will Revolutionize 


LOS ANGELES—Pacific Coast Life 
Insurance Forum, formed at San Fran- 
cisco last October, held its first regular 
scheduled session here with represen- 
tative sales officials of 14 companies in 
attendance. Fran Bowen of Pacific Mu- 
tual, co-chairman, was in charge. The 
entire program was informal, with no 
set addresses. 

Arthur P. Carroll, director of agencies 
of Equitable Life Assurance Society, 
presided at the morning session, de- 
voted to “Agent Financing.” He declared 
that any reasonably successful plan of 
financing will help the successful agent; 
that the backing of the prospect’s wife 
is essential; that the plan must cover 
what amount to pay, how to pay it and 
to whom it should be paid. He outlined 
his company’s financing plan in detail, 
as did other company representatives. 
He held it is up to the manager to de- 
cide whether the new man stays. 


Superior Requirements Needed 


All held that requirements of superior 
type are needed if salary is to be paid. 
Factors considered included military 
status, financial background, budget 
needs and domestic affairs. 

The wife’s working hinders success 
in life insurance and generally is not 
favored. It was held that the new man 
is responsible for making the financing 
plan work, and this is the most important 
factor. 

Robert Reed, Constitution Life, said 
his company generally does not finance 
the agent or the general agent. It works 
on the “family team” basis, and if the 


team is satisfactory then it should be 


financed. The company does not accept 
any one who has been in the life in- 
surance business. The question is not so 


much one of financing as of developing 
work habits. 

Harry E. Wilkinson of the western 
home office of Prudential led the after- 
noon discussion on “Agency Costs.” He 
said costs relative to supervision are va- 
riable; agency expansion is the big fac- 
tor and it is surprising how few figures 
are available on agency costs. Figures 
by companies differ because the basis 
of figuring is different. Increased pro- 
duction is the best way to keep costs 
down. 

Pat Lund, Bankers Life of Nebraska, 
taking up first year costs, said there are 
no specific figures as to what it takes to 
establish a new agency. The man to 
build the new agency is the important 
factor. His company is satisfied if the 
agency gets on a paying basis in seven 
years. The guarantee to the general 
agent is less than what it thinks he can 
earn. Information is sent to the general 
agent that will help in keeping costs 
down, 


Getting Business That Persists 


Claire DuBois, Equitable of Iowa, 
speaker on renewal cost, said develop- 
ment of an agency requires getting bus- 
iness that persists and conserving the 
business is a big factor in agency costs. 
He cited renewal costs by items on a 
policy basis, such as securing of suitable 
quarters, getting help, getting business 
that persists and getting larger policies. 

Fred S. Sibley, vice-president in charge 
of agencies of Pacific Mutual Life, 
closed the program by saying that how 
much to put in to establish an. agency 
depends on what the company wants to 
give. The flow of business, the quality 
of the business and the net increase 

(CONTINUED ON PAGE 9) 








audience. 


look at the future. 








Eye Level 


Once a year for years the parade had come down 
the street, winning cheers and the interest of the on- 
lookers. Every year this particular organization was 
represented by a group in the parade. They felt that 
there was sales promotion value and public relations 
value in their appearance in the parade. But this year 
someone in charge had an extra idea. “Why,” he asked, 
“should we arrange our parade group on the assumption 
that all the onlookers are on the sidewalk? Actually, a 
majority of the people watching this parade are stand- 
ing at the windows of these buildings looking down.” 
Accordingly the organization’s parade exhibit was de- 
signed to catch the attention from above. The result 
was the winning of many thousands of additional 


When you are selling, where is your audience — at 
eye level or up in the windows? Are the people whose 
attention you are trying to win thinking of the present, 
or are they thinking of their future? And more impor- 
tant, where is your own eye level? Are you thinking 
of the audience’s future, or of their present? To get 
them thinking in new directions you may have to change 
your own eye level, perhaps from down close to the 
parade to such a distance that you can get a better 
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Business Operations 


Sarnoff of RCA Tells L.A. 
of Wonders Soon to Come 
in Insurance Procedures 


HOT SPRINGS, VA.—New electronic 
devices capable of revolutionizing busi- 
ness operations 
will be available in 
the reasonably near 
future, Chairman 
David Sarnoff of 
Radio Corp. of 
America said at the 
spring meeting of 
the Life Insurance 
Assn. of America. 

Mr. Sarnoff said 
it is now feasible to 
combine the auto- 
matic devices devel- 
oped for radio and 
television to form a 
complete electronic 
accounting system for even the largest 
business organization. Such a system 
would provide for the translation, stor- 
age, computation, processing and print- 
ing of pertinent facts and information. 

Telling how electronic developments 
may modify life insurance operations, 
Mr. Sarnoff said that surveys indicate 
that the electronic computer may bring 
about an integration of the ordinary and 
industrial departments’ work dealing with 
individual policies, preparation of prem- 
ium and dividend notices, salesmen’s 
commissions, etc., with that of the ac- 
tuarial department in summarizing the 
results of the many millions of indi- 
vidual customer transactions to deter- 
mine the premium rates and dividend 
rates for management approval. 


Can Do Both Jobs 


“In the course of recording the in- 
dividual transactions with policyholders, 
the electronic computer is able not only 
to prepare the extensive summaries 
necessary for the actuarial department 
but can also prepare the analyses norm- 
ally conducted in the actuarial depart- 
ment and arrive at premium as well as 
dividend rates based on current mor- 
tality experience,” he said. “As a result, 
the availability of electronic computers 
in the reasonably near future may call 
for organizational revision in insurance 
companies.” 

Mr. Sarnoff said that today about 
nine million persons or 16% of the work- 
ing population of the United States are 
engaged in clerical work and present 
business systems are too costly and too 
slow. He said that those responsible for 
making major decisions all too often 
find that they must shape tomorrow’s 
policy on the basis of statistics which 
are weeks or months out of date. De- 
velopment of electronic computers is a 
major step toward solving the problem 
of processing the information accurately 
and speedily. The next step is to im- 
prove present methods for collecting 
facts and statistics on which business de- 
cisions must depend. 


What Electronics Can Do 


An electronic system, he pointed out, 
can select from an enormous mass of 
data the information pertinent to a par- 
ticular problem. In effect, one can say 
to the machine, “I want a report on 
those areas in which our sales have 
fallen short of their quotas by more than 
20%.” The machine will provide it in a 
few minutes. Also, it can go on from 
there and provide whatever else the 
collected data can reveal. 


There is every reason to believe, said 
(CONTINUED ON PAGE 20) 
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JUNE 13-17 TIMETABLE 


M.D.R.T. Leaving 
on Track 4 for 
Bretton Woods 


The timetable has been established lit- 
erally for the 25th anniversary meeting 
of the Million Dollar Round Table at 
Bretton Woods, N. H., June 13-17. The 
publicity committee has drawn up a real 
timetable which contains five columns 
with the following headings “When, 
What’s Doing, Who'll Do It, What’ll 
They Talk About, Where You Do It, 
Why Do It.” Carrying this timetable 
through in the case of one event, the 
information included under the various 
headings runs as follows “M.D.R.T. an- 
nual business meeting; Hiller, Earls, 
Bearden, Karlsruher and Todd, plus a 
quorum (we hope); nothing special ex- 
cept committee reports and induction of 
new officers; ballroom; kiss out the old 
officers and greet the new. 


Full Day for Welcome 


June 13 will be devoted to the regis- 
tration and a new man reception. On 
June 14 in the morning there will be 
talks by Robert S. Albritton, Provident 
Mutual, Los Angeles and Isaac S. Kib- 
brick, New York Life, Boston. The first 
half of the afternoon will be devoted to 
a panel on business insurance starring 
Eugene Rappaport, Pacific Mutual, Chi- 
cago; Harry R. Schultz, Mutual Life, 
Chicago; Dan A. Kaufman, Northwest- 
ern Mutual, Chicago, and Carl P. Spahn, 
Equitable of Iowa, Chicago. This group 
of Chicagoans will be followed in the 
second half of the afternoon by a panel 
on estate planning with Kenneth R. 
Mackenzie, New England Mutual, Bos- 
ton; John Kellam, National of Vermont, 
New Canaan, Conn.; Adolph E. Gillman, 
Northwestern Mutual, Baltimore, and 
Sadler Hayes, Penn Mutual, New York. 
There will be a reception with National 
Life of Vermont as host and then a New 
England clambake. 

The June 15 schedule will start out 
with talks by John Barker, Jr., vice-presi- 
dent and general counsel New England 
Mutual and Russell O. Bennett, Chicago 
attorney. There will then be a golf tour- 
nament followed in the evening by the 
first taste of room-hopping, directed by 





George B. Byrnes, Equitable Society, 
Pasadena, and a troupe of room-hosts. 
June 16 will commence with the 


M.D.R.T. breakfast. There will be talks 
by Charles E. Cleeton, president of 
N.A.L.U., and Malcolm Adam, president 
Penn Mutual. The playlet “Star Dust,” 
written and staged by Laflin C. Jones. 
Northwestern Mutual, Milwaukee, will 
be presented with a professional cast. 

The afternoon of June 16 will feature 
a symposium on employe benefits star- 
ring Laurence J. Ackerman, University 
of Connecticut dean of business admin- 
istration; Burton A. Zorn, New York 
City attorney; Willard E. Solenberger, 
program consultant UAW-CIO. There 
will be a reception by the officers of 
John Hancock and a banquet presented 
by John Hancock. 

June 17. starts out with the annual 
business meeting. There will be a panel 
on executive compensation, consisting of 
William J. Casey. president Business Re- 
ports, Inc., New York City; J. K. Lasser, 
J. K. Lasser & Co., New York City: V. 
Henry Rothschild, II, attorney and mem- 
ber of the salary stabilization board, New 
York City. Following luncheon, Norman 
Vincent Peale, minister of the Marble 
Collegiate Church at New York City, 
will talk on “Righteous Living.” 





Rogers to Lincoln Company 


Edward J. Rogers, supervisor of the 
A. & H. department of United of Chi- 
cago, has joined Security Mutual Life 
of Lincoln, Neb., as manager of its 
newly established A. & H. department. 
Mr. Rogers was with United for 2% 
vears, and before that with Great 


Northern Life of Chicago for 17 years. 





; Mail Order Insurer Group 


Holds Annual Convention 


Jerome Kutak of Guarantee Reserve 
of Hammond, Ind., was elected presi- 
dent of Assn. of Insurance Advertisers 
at the annual convention at Chicago. 
This is the organization of insurers in 
the A. & H. and life fields that operate 
almost exclusively on the mail order 
basis. The new vice-president is Joseph 
J. McGee, Jr., of Old American of Kan- 
sas City; treasurer is Chester Nelson of 
Western Mutual Casualty of Rapid City, 
S. D., and secretary is Charles Rowan, 
Milwaukee attorney. 

Besides the officers, the directors in- 
clude John Kane of North American 


Mutual of Wilmington, Del.; Robert 
Nauert of Pioneer Life of ‘Rockford, 
Ill.; Michael O'Sullivan of American 


Farmers of Phoenix, and John Walker 
of Postal Life & Casualty of Kansas 
City. 

The group had _ business _ sessions 
throughout the day and then there was 
a banquet that was addressed by Roy 
C. Frank, solicitor general of the Post 
Office department and J. W. Milspaugh 
of the rules administrative division of 
federal trade commission. 

Mr. Kutak at the banquet said that 
A.I.A. was founded for defensive pur- 
poses but is now rendering a distinct 
service to a great industry. 


Berge Traces Beginnings 


Wendell Berge of Washington, the 
general counsel, said the members can 
take great pride in what they have done. 
He said he has his heart in the enter- 
prise. The notion of the association was 
conceived four years ago, he said, under 
certain pressures. Incidentally, Mr. 
Berge said, leaders in the association 
are trying to get a better label for the 
members than “mail order insurers.” 
Many of these companies had fallen into 
loose advertising practices, but this did 
not reflect on the ethics or the business 
integrity of the individuals involved. It 
was a matter of people engaged in this 
activity falling into an established pat- 
tern that appeared to be necessary if 
they were going to compete. There was 
a lot of bad publicity and the Post 
Office department was taking an interest 
in the matter. 

Mr. Berge and leaders in the field, he 
said, felt that exercise of self-discipline 
would avoid trouble with the federal 
government and would help to elevate 
the reputation of the insurance men who 
were high-minded and were engaged in 
this activity. A code was adopted and 
penalties were established for non- 
compliance including expulsion from the 
association. 

Those who were in the forefront here 
were in the middle. If the code was 
going to be effective those committed to 
it would have to sacrifice competitive 
advantages. On the other hand, if the 
code were simply a facade and was 
loose, the U. S. government would 
pounce on the companies. 


Non-members Still Are Problem 


Federal trade commission came into 
the picture and leaders in the effort to 
form an organization sought the co- 
operation of FTC. That agency was 
asked to promulgate trade practice rules 
and a set of rules was adopted. That 
was welcomed because non-members of 
A.I.A. were constituting unfair competi- 
tion. This still hasn’t been wiped out, he 
declared, but he expressed the belief that 
eventually FTC will stop the objection- 
able practices. The voluntary code of 
the association is the same as the code 
that has the FTC label. 

After four years of operation, he de- 
clared, there has bee: no substantial 
difficulty between any members of 
A.I.A. and the U. S. government. 

There are questions of jurisdiction to 
be worked out between federal agencies 
and the state insurance departments. He 
said A.I.A. was successful in getting 
representation on the all-industry com- 
mittee and attendance of the A.I.A. 


representatives at meetings of that com- 
mittee, he declared, has discouraged ill- 
advised state legislation. It has also en- 
abled A.I.A. to learn what the insurance 
commissioners are thinking about in- 
stead of learning about it first when 
some commissioner launches an attack. 
He expressed the hope that eventually 
there will be worked out relations with 
the states that are as good as those with 
the federal agencies. 

He said that Mr. Frank, as chief 
legal adviser to the postmaster general, 
was directing proceedings that might 
have involved some of the companies, 
prior to the time that A.I.A. was or- 
ganized. He said that a man in that 
position is subject to great pressures to 
provoke unwarranted prosecutions and 
also to discourage prosecutions that ap- 
pear to have merit. 


Frank Claims Credit 


Mr. Frank, in his talk, said that four 
years ago it never occurred to him that 
he would be attending a banquet of 
mail order insurance companies. He 
said that he could claim credit for hav- 
ing originated the idea of the organiza- 
tion. He said that Charles Rowan had 
been in his office representing one of 
the companies that was in trouble. After 
they had finished their conference, they 
walked out together toward the elevator 
and Mr. Frank said to Mr. Rowan: 
“Why don’t you form an association, 
draw up a code and we will cooperate?” 
That, he said, is how it got started. It 
was the mutual understanding of the 
Post Office department and this asso- 
ciation that made the successful out- 
come possible, he said. 

He said he told Joseph J. McGee, Sr., 
of the Thomas McGee & Sons agency of 
Kansas City, with which Old American 
has close ties, “I don’t want to hear of 
a mail order insurance company in con- 
nection with fraud matters — and 
haven’t.” 

During the past 2% years, the num- 
ber of complaints received by the Post 
Office department against members of 
A.I.A. has been relatively few, he said. 
Without telling the exact number, he 
listed the type of complaint that had 
been received. Most numerous were 
under the heading “failure of company 
to pay claims.” Next came, “failure to 
make proper settlement of claims.” 
Other types were: Policy not as repre- 
sented; failure to receive refunds: fail- 
ure to make refund of premium; failure 
to reply to correspondence; failure to 
properly enter premium payments in 
records; reinstatement notices of pay- 
ment; failure to asknowledge receipt of 
premium; failure to furnish polices, and 
questions of right of company to cancel 
policy.” 


No Charges of Fraud 


There has not been, however, he em- 
phasized, a single complaint on an al- 
leged fraudulent practice. This, he said, 
means that the member companies have 
been careful in preparing their sales lit- 
erature and have been getting gocd ad- 
vice from Mr. Berge and Alvis Lane, 
who is with Mr. Berge’s law firm and 
who was on hand for the meeting. He 
said he has énjoyed working with Mr. 
Berge and Mr. Lane. He said they have 
done “a wonderful job for you” and “I 
can’t speak too highly of them.” 

“T recommend that you follow their 
advice and avoid any practice that is 
misleading. As long as you keep on as 
you have been, you have nothing to fear 
from the Post Office department. We 
are not going to harass anyone or try 
to put anyone out of business if they co- 
operate.” 

Mr. Berge, in introducing Mr. Mils- 
paugh, said that when the moratorium 
under public law 15 expired, a new field 
of regulation opened up to FTC and the 
mail order insurance people “pitched” to 
FTC its first problem on insurance reg- 

(CONTINUED ON PAGE 9) 


Metropolitan Writes 
Hospital-Surgical 
Individual Package 


Metropolitan Life is now offering one 
policy hospital and surgical coverage for 
families and individuals. The new family 
policy combines in one package benefits 
for hospital room and board, hospital 
services, surgical operations, physicians’ 
attendance in the hospital, maternity and 
treatment for poliomyelitis. The indj- 
vidual policies include all these benefits 
except those for maternity. Metropolitan 
Life has long been in the A. & H. busi- 
ness, including a group hospital and 
surgical, and is now offering policies 
which are the first of their type to be 
marketed by a major life company. 

The policies will be offered with a 
choice of three schedules of benefits. The 
daily hospital room and board benefit 
under plan 1, for example, is $7.50 for 
adults and $6 for children; under plan 2 
is $10 for adults and $8 for children, and 
under plan 3, is $15 for adults and $12 
for children. The maximum benefits for 
surgical operations are $150, $200 and 
$300 for the respective plans. 

Premiums on the individual policies 
will be determined by the age and sex 
of the insured and the schedule of bene- 
fits. Premiums on family policies will 
depend on the ages of the parents, the 
schedule of benefits and the number of 
children included for coverage. Children 
between the ages of 14 days and 18 
years are eligible. 

Premiums on the family policies may 

be paid on a monthly, quarterly, semi- 
annual or annual basis and quarterly, 
semi-annually and annually on individual 
policies. 
_ In cases where the head of the family 
is not eligible for coverage, the rest of 
the family can still be covered by a fam- 
ily policy. Working wives or widows 
acting as heads of the families may also 
obtain family policies. 





Manufacturers Promotes 
Beveridge to Actuary 


Manufacturers Life has advanced J. 
R. Beveridge to actuary. G. L. Holmes, 
who has been vice- 
president and ac- 
tuary, now  be- 
comes _ vice-presi- 
dent. Mr. Bever- 
idge joined Manu- 
facturers Life in 
1925. He became 
assistant actuary in 
1935. Following a 
period of supervi- 
sory work in the 
Far East for the 
company, he was 
appointed associate 
actuary in 1947. Mr. 
Beveridge is a fel- 





Beveridge 
low of the Society of Actuaries. 


J. R. 





Agencies Group to Discuss 
Agent Turnover, Section 213 


William E. Hays, general agent New 
England Mutual Life, Boston, will dis- 
cuss agent turnover, and Laurence S. 
Morrison, research consultant 
L.I.A.M.A., will head a panel on section 
213, New York state insurance code, at a 
meeting of Reasearch Agencies Group 
at Osterville, Mass., June 10-11. Panel 
participants will include Judd C. Ben- 
son, manager Union Central Life, Cin- 
cinnati; Harry Krueger, general agent 
Northwestern Mutual Life, New York 
City, and Edward L. Reiley, general 
agent Mutual Benefit Life, Philadelphia. 


Colonial Life Names Marvin 


Colonial Life has appointed Donn 
Marvin general agent for Westchester 
county at New York City. Mr. Marvin 
entered the business at Boston, and 
later transferred to New York City. 
He is a graduate of Yale University. 








newspaf 
tions in 
The a 
recent a 
featurin 
Statue 
mented 
tions bi; 
example 
carried 
field in | 
than 4% r 
upon we 
mission 
ings of 
in Amer 


C.L.U. 
Jahn; | 
Newar 
liam V. 
Jahn, ge 
Life, 1st 
2nd vice 
secretary 
ager Lif 
Carl } 
national 
the main 
of the it 


Floride 


Floridz 
writers ¢ 
eral age: 
president 
C. Starli 
Roberts, 
Manager 

Tampa 
next yea 
which w 


30, 1952 


ge 

ing one 
‘age for 
’ family 
benefits 
10spital 
‘sicians’ 
ity and 
e indi- 
benefits 
politan 
1. busi- 
al and 
DOlicies 
» to be 


with a 
ts. The 
benefit 
.50 for 
plan 2 
on, and 
nd $12 
fits for 
0 and 


olicies 
nd sex 
' Dene- 
Ss will 
ts, the 
ber of 
lildren 
nd 18 


Ss may 

semi- 
rterly, 
vidual 


family 
est of 
1 fam- 
‘idows 
y also 


ed J. 
»Imes, 





idge 





May 30, 1952 





LIFE INSURANCE EDITION 





5 





International Counsel Assn. 
Perfects Plans for Meeting 


The program for the annual meeting 
of International Assn, of Insurance 
Counsel has been partially completed for 
the three day event at Lake Placid, N. 
y., on June 18-20. The three days will 
be crowded with recreational activity 
as well as convention meetings. 

At the opening session A. L. Kirkpat- 
rick, manager insurance department U. 
Ss Chamber of Commerce, will speak 
on “Will Government Assume the Risks 
of Life?” First day speakers will also 
include members of an open forum 
headed by Denman Moody, Houston; 
Forrest A. Betts, Los Angeles and Lion- 
el P. Kristeller, Newark. Participants in 
the forum_and_their topics are: E. D. 
Bronson, San Francisco, “Activities and 
Objectives of Plaintiffs’ Attorneys Who 
Foster the ‘Adequate Award;’” Rupert G. 
Morse, Kansas City, “Reinsurance ‘Com- 
panies’ Viewpoint of the Recent Trend 
Toward High Verdicts;” Gordon H. 
Snow, Los Angeles, “Primary Insurers’ 
Viewpoint of the Recent Trend Toward 
High Verdicts;” Lester P. Dodd, De- 
troit, “Trial Attorneys’ Viewpoint of the 
Recent Trend Toward High Verdicts.” 
On the evening of the first day the 
president’s reception will be held fol- 
lowed by a dinner. Second day forum 
will be moderated by Clarence W. 
Heyl, Peoria. Panel members and top- 
ics are Lamar Cecil, Beaumont, Tex., 
“Preparation and Presentation of Medi- 
cal Evidence;” Wayne E. Stichter, To- 
ledo, “Cross-Examination of Witness- 
es;” ‘Leslie H. Vogel, Chicago, ‘“Pre- 
paration of Witnesses for Trial;” and 
Mr. Betts, “Defense Jury Argument 
Which Would Tend to Defeat the High 
Verdict.” 

The last day of the convention is 
scheduled for business sessions includ- 
ing election of officers and members of 
the executive committee. Presiding at 
the meetings will be President Joseph A. 
Spray, San Francisco. 





Cites Hancock as Art Patron 


The activities of John Hancock in 
fields of art and advertising were re- 
cently cited in a column distributed by 
United States Information Service to 
newspapers, magazines and radio sta- 
tions in more than 80 foreign nations. 

The article quoted liberally from two 
recent advertisements of John Hancock 
featuring Abraham Lincoln and the 
Statue of Liberty. The article com- 
mented on how public-spirited the na- 
tions big business firms are and as an 
example showed how John Hancock 
carried civic spirit into the cultural 
field in its art exhibit attended by more 
than 4 million persons. Also commented 
upon was the Hancock project to com- 
mission production of a series of paint- 
ings of great men and historic events 
in American history. 





C.L.U.s Vote in Winslow 
Jahn; Hear Talk by Spero 


_ Newark C.L.U.s recently elected Wil- 
liam V. Winslow, president; Edward C. 
Jahn, general agent Connecticut Mutual 
Life, 1st vice-president; Howard Petith, 
2nd vice-president; J. Wesley Tillou, 
secretary; William I. Rosenthal, man- 
ager Life of Virginia, treasurer. 

Carl M. Spero, New York City, and 
national C.L.U. president, declared that 
the main objective of C.L.U. is the good 
of the insuring public. 





Florida Chooses Hoche 


Florida State Assn. of Life Under- 
writers elected Phillip A. Hoche, gen- 
eral agent for Kansas City Life, as 
President. Vice-presidents are William 
C. Starling, Panama City; Gordon A. 
Roberts, Jacksonville, and L. E. Connor, 
manager for Gulf Life, St. Petersburg. 

Tampa was selected as the site of 
next years convention: at the meeting, 
which was held in Jacksonville. Prin- 





cipal speaker at the banquet was In- 
surance Commissioner Larson. 


Guardian Crosses 
Billion Border 


Guardian Life has reached the billion- 
in-force mark. 

Guardian, which was organized in 1860, 
has doubled its insurance in force in the 
past 11 years; the $500 million mark 
was passed early in 1941. The net gain 
in insurance in force last year, largest 
in the company’s history, amounted to 
$72,458,000, bringing the total in force 
at the start of this year to $971,290,000. 








Svenska Life of Stockholm, Sweden, 
has become the 17th associate member 
of L.I.A.M.A. 


Conjectures About 


Heller Committee 


WASHINGTON — Hearing before 
the Heller subcommittee on a proposal 
to require SEC registration of direct 
placement securities issues was con- 
cluded. The committee adjourned sub- 
ject to call of the chair. 

In view of the fact that the commit- 
tee had no bill before it providing for 
registration, there has been speculation 
about the origin and background of the 
legislative proposal. 

Insurance observers point out Cyrus 
Eaton, banker, and Rep. Crosser, chair- 
man of the House committee on inter- 
state and foreign commerce, of which 
the Heller group is a part, both hail 
from ‘Cleveland, O. 


Certain investment bankers and _ se- 


curities brokers favor registration of 
direct placement issues. 
In the view of insurance observers 


Mr. Eaton wanted the subject ventilated 
and Crosser, to oblige a fellow Cleve- 
landite, asked Rep. Heller, New York, 
and his subcommittee to hold a hearing 
on the subject. 


Mutual Circle 10 Years Old 


The Mutual Circle, employe magazine 
of Mutual Life, had its 10th anniversary 
at which Walter S. Story, retired orig- 
inal editor of the monthly and Peter J. 
Schaus, present editor, were guests in 
a ceremony at the home office. 





Maxwell Hershberg and Jesse Leibo- 
witz of the Lester Agency, New York 
City, led all Mutual Trust producers 
for April. 








EVERETT L. HOTT 


After 18 years asa 
tobacco salesman with 
top earnings of $47.50 


per week, Everett L. Hott 


associated himself with 
the Home Office Agency 
of the friendly Franklin 
in February, 1946. He 
had no knowledge of 

the life insurance 
business. 

Here is the record of 

his cash earnings since 





to *10,000 


Chas, E. Becker, President 


From °47° a week 


a year 


Franklin Life Insurance Company 


Springfield, Illinois 
Dear President Becker: 


For eighteen years I was a tobacco salesman with a 
top salary of $47.50 per week. I have now completed 
five full years of pleasure, happiness and success 
with the Franklin—earned over $10,000 my first full 
year, and have averaged better than $10,000 per year 


ever since, 


With no previous insurance experience I found 
the Franklin exclusives very easy to sell. And the 


that time. 

1946 . . . . $ 4,544.24 

1947. . . - 10,603.16 

LC ene 9,235.81 

Co ee 9,869.42 i 5 
1950 . . . . 10,416.82 I was welcome in your office. 
1951 . .. . 11,376.62 


(At press time he has 
just completed a single 
premium sale with a 
check for $8,694.60 
cash with application.) 





fine cooperation of the Home Office officials has 
given me ambition to succeed. I have always felt that 


Clients have told me, too, that I am the one life in- 


surance salesman they are glad to see. And their 


welcome proves their sincerity. 


I love the freedom my work has made possible; I 
have qualified for the Sixty Club and other Franklin 
Honor Clubs; have a substantial renewal account, 
and a proud family who boasts that Daddy has an 
office on the first floor of the new Franklin building. 


Gratefully, 


Everett L. Hott 









CHAS. E. BECKER, PRESIDENT 


INSURANCE 
COMPANY 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Over A Billion Dollars Of Insurance Jn Force 
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Harmony in Zone Examinations 


The point of view of the insurance 
department man was given on the subject 
of harmony in N.A.I.C. zone exam- 
inations at the annual conference of 
Insurance Accounting & Statistical 
Assn. at Cincinnati by Joseph R. Glen- 
non, chief deputy of the Illinois depart- 
ment. 

Noting that he was speaking as an 
individual rather than representing the 
Illinois department, Mr. Glennon ob- 
served that harmony may be best at- 
tained when both examiners and the 
company understand the problems and 
aims of the other. The specific prob- 
lems facing most departments today, 
and having a direct bearing on com- 
pany examinations, are budget, per- 
sonnel and time, he said. 

The greatest single factor in a suc- 
cessful examination is the human ele- 
ment, he opined, adding that most re- 
gional problems would disappear quickly 
as an adequate number of competent, 
well-trained men become available in 
all states. He pointed to what he termed 
an apparent complete lack of willing- 
ness on the part of the industry to help 
the departments solve budget problems. 
He noted that the industry apparently 
experiences little difficulty securing 
passage of legislation it endorses, such 
as rating laws, standard A. & H. policy 
provisions, etc., and asked why it does 
not exert the same effort in securing 
an adequate budget for the home de- 
partments. Because of these budgetary 
problems, commissioners find they are 
at a great disadvantage in hiring com- 
petent staff members, as well as main- 
taining adequate numbers. 


Cites “Ridiculous Situation” 


The salary of a commissioner, Mr. 
Glennon said, is a limiting factor on 
those paid to other staff members. 
Therefore, a movement to improve de- 
partmental salaries must start with him. 
In some few cases, he went on, exam- 
iners’ salaries have been known to ex- 
ceed those of the commissioner. This 
is usually necessary to keep top-flight 
men on the staff, though it is a 


ridiculous situation which points out the 


— for a review of the whole prob- 
em. 

Companies under examination should 
expect to benefit in two ways, Mr. 
Glennon commented. Because of their 
training and experience, examiners 
should be a valuable source of helpful 
suggestions and comments; and, in ad- 
dition, the company secures an exam- 
ination of the -transactions recorded 
during the period covered. 

An inherent weakness in the zone 
plan of examinations is the fact that 
N.A.I.C. is a voluntary association and 
each “out-of-state” examiner is respon- 
sible directly to his commissioner and 
zone chairman, Mr. Glennon said. If the 
company objects to the completed ex- 
amination report when it has_ been 


formally presented, the examinations 
manual does not provide an adequate 
means of clearing these objections. 
Under the present system, a_ hearing 
is called by the home state and the com- 
missioners of each of the states repre- 
sented, and the respective zone chair- 
men are invited to attend. If the com- 
pany and commissioners agree, or if 
the commissioners agree among them- 
selves, the report is amended where- 
ever necessary. If the commissioners 
themselves are unable to agree on the 
merits of the company’s objections, no 
provision has been made for resolving 
this situation. The only solution is a 
majority and minority report, and ap- 
parently the company has no appeal 
from this decision. 

Mr. Glennon referred to a_ recent 
manual change which eliminates one of 
the points of controversy between the 
company and the examiners. It pro- 
vides that after the report has been 
completed by examiners and before it 
is officially signed, it may be submitted 
to the company’s officers for review 
and comment. The review is limited 
to a determination that the facts have 
been accurately set forth and controver- 
sial matters or matters of policy cannot 
be handled at that time. 

Many improvements have been made 
in examination procedures during the 
last 10 years, Mr. Glennon said. When 
he started as a field examiner, the speak- 
er said it was common practice to 
“check solid” many of the company’s 
records and this terminology appeared 
in many reports. Little or no use, he 
said, was made of company-prepared 
lists or analyses. The ‘check solid” 
technique has been replaced by sam- 
pling, test checking and similar time- 
saving devices. 


Alert for Improvement 


That the departments are aware they 
have a duty to be constantly on the 
alert for changing examination tech- 
niques is indicated by appointment of 
the revision of the examiner’s manual 
committee and a proposed study of ex- 
amination procedure by an_ outside 
group, Mr. Glennon remarked. The new 
committee will afford a means of con- 
tinuous review of examination pro- 
cedure, he stated. 

Mr. Glennon said that one department 
is considering sponsoring a study of 
examination procedures, under _ the 
auspices of the state university, with 
certain public accounting firms posses- 
sing experience in insurance invited to 
participate. Such a study would bring in 
a trained outsider’s viewpoint and would 
be conducted by men who have the 
time to devote to it. 

The speaker told of another proposal 
recently submitted to Director Day 
which contemplates substituting exam- 
inations by accredited public accounting 
firms for examinations by department 





Chicago and New York divisions. 


managerial aspirations. 


310 S. Michigan Ave. 





Career Opportunities 
for Young Men With Sales Ability 


If you have two or three years experience as a salesman you may be eligible for one 
of the important salaried positions now open with Continental's General Group Divi- 
sion, either as a sales or service representative. Productive territories are open in the 


This is the "“once-in-a-lifetime" opportunity for young men with ability and definite 


Write today, giving your complete business and personal background, including 
salary requirements, Your reply will be held in strict confidence. 


W. E. Racine 


Superintendent, General Group Division 


CONTINENTAL CASUALTY COMPANY 


Chicago, Ill. 








employes, limiting state examinations to 
emergencies and special situations, He 
said Director Day has indicated he is 
interested in having his staff explore 
the idea. 

He explained that such a procedure 
would follow the lines being used by 
S.E.C. When this federal agency was 
established, it did not employ a large 
body of examiners, but passed this part 
of its work on to qualified public ac- 
countants, limiting its activity to ex- 
amining affairs of the registered com- 
panies only from that point on. To as- 
sure that only qualified men would make 
these examinations, a national board 
would be set up by N.A.I.C. to promul- 
gate regulations and to examine the 
qualifications of the examiners. A roster 
of qualified men would be maintained 
and every insurer would be required to 
employ a person from this roster to 
make an examination of the company at 
least once in three years. 

A copy of the report would be sub- 
mitted to all departments where the 
company does business. 

Such a proposal Mr. Glennon said, 
would create a uniform minimum na- 
tional standard of examinations, would 
make available to all companies qualified 
personnel to conduct such examina- 
tions, and would enable the various de- 
partments to live within the limitations 
of their budgets by employing a small 
body of experts rather than a large body 
of semi-trained personnel. The proposal, 
however, is only in the idea stage, he 
said. Because of its radical nature, he 
opined it is probably impractical to look 
for its.adoption on a national basis in 
the foreseeable future. 


Cost, Time Big Factors 


Lack of harmony or misunderstand- 
ings in connection with examinations 
can be traced back to the question of 
cost and the company. feeling that they 
take too long, Mr. Glennon observed. 
Several recent developments have tend- 
ed to increase the scope, and hence the 
cost, of examinations. A. few of these 
he mentioned as being multiple line un- 
derwriting, rating laws, uniform ac- 
counting, expense exhibits, A. & H. 
policy form exhibits, etc. 

Two of these items present special 
problems, Mr. Glennon said. No definite 
policy has yet been established on how 
and when the examinations on rating 
and uniform accounting will take place. 
Many feel that they should be done as 
part of the regular examination, but 
by specially trained examiners, and 
others feel that they should be done 
separately. The speaker said that he 
favors having it done at the time of the 
regular examination, otherwise the com- 
pany might feel it will never be free of 
examiners. 

Mr. Glennon said that it is his opinion, 
and one in which Director Day con- 
curs, that effective supervision of the 
compliance with rating laws and uni- 
form accounting regulations must neces- 
sarily involve examinations of these two 
phases of operations. “If we are to 
have realistic examinations of rating or 
statistical organizations,” he said, “ex- 
aminers must review the company’s 
procedures and practices used in pre- 
paring information forwarded to these 
organizations.” 

Attitude of the company’s manage- 
ment towards the examination and the 
examiners must also be considered, Mr. 
Glennon said. A friendly, cooperative 
attitude would help insure a better and 
more efficient examination. Examina- 
tion of a large company is long and 
costly even under the most favorable 
circumstances. Therefore, he said, it 
seems that good business judgment 
would dictate that the company do 
everything possible to facilitate the ex- 
aminers’ work. 





International Names Roberts 


International Life of Austin, Tex., 
has named E. H. Roberts vice-president 
and director of agencies. Mr. Roberts 
has been in the business in production 
and home office capacities for 25 years 
and was at one time with National Old 
Line Life of Little Rock. 


“Work Smarter — 
Not Harder” 


L.O.M.A. Conferees at 
Colorado Springs Back 
Science, Simplification 


“Work smarter—not harder.” This js 
the slogan of the work simplification 
program of the western home office of 
Prudential at Los Angeles and it cer. 
tainly was the motif for the spring con- 
ference of Life Office Management Assn, 
at Colorado Springs. One of many tes- 
timonials from men who endorse science 
and work simplification was that of W., 
R. Horandt, senior administrative as. 
sistant in the western home office of 
Prudential. He estimated the work simp- 
lification in that office has been pro- 
ductive in a little more than a year of 
a saving of about 40,000 man-hours an- 
nually. At the same time service was 
being improved to policyholders. 

Prudential has taken the trouble to 
train its people in principles of work 
simplification with the result that 75% 
of all suggestions originating as a direct 
result of the program are approved and 
put into effect. Mr. Horandt character- 
ized this as an extremely high rate of 
approval and suggested that this shows 
that when people are thus trained they 
are more inclined to think a problem 
through instead of jumping to wrong 
conclusions. 


Prepare for Examinations 


A. C. Olshen, vice-president and act- 
uary of West Coast Life, stated that 
companies can derive great benefit in 
reduced costs if they carefully prepare 
for the periodic examinations by the 
state insurance departments. According 
to the speaker, there has been so much 
misunderstanding between companies 
and examiners due mainly to lack of 
appreciation of the task and the man- 
ner in which the companies could fa- 
cilitate the examinations. The problems 
have not been due to the obstinacy of 
either party, but basically to a lack of 
understanding. 

It was Mr. Olshen’s suggestion that 
the company make itself familiar with 
the N.A.I.C. manual on examinations and 
designate someone familiar with all com- 
pany activities to be contact man for 
the examiners and to aid them in their 
search for data. The company should 
prepare as much as possible of needed 
material in advance, copying reports, etc., 
thus saving expense. The company 
should be responsible for seeing that 
examiners meet all the officers and de- 
partment heads and have access to them 
when necessary. 


PUBLIC RELATIONS 


H. Dixon Trueblood, director of pub- 
lic relations and advertising for Occi- 
dental of California, admitted the pub- 
lic relations department is next to help- 
less until all the other members of the 
company staff realize that they also 
have P.R. responsibilities. His theme 
was that public relations is made up 
of many small acts and attitudes by 
everyone employed by a company and 
his recommendations for improved pub- 
lic relations throughout the company 
were: 

(1) Remember that sound policy and 
effective performance is the heart of 
public relations. (2) Think of yourself as 
an important public relations person. 
You are. (3) Remember that the pub- 
lic consists of many small publics. (4) 
Review forms continuously. (5) Watch 
for bafflegab and avoid the language 0 
the business. (6) Use the light touch 
when you can. (7) Ask yourself how 
you’d react to this form if you were 
on the receiving end. 

Speaking of company forms, he sug- 
gested that a periodic review of all forms 
be made to see if they are still needed 
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and if they are doing the job expected 
of them. 

Ernest T. Koopman, vice-president of 
Lutheran Mutual said that some com- 
panies have over-staffed their effices and 
thereby lowered the morale of their 
employes. ‘More help means less work. 
Less work leads to a slow-down among 
workers. That in turn demands still 
more help,” he declared. 

Mr. Koopman elaborated on his theme 
that personnel should be held to the 
minimum for the following reasons: (1) 
The average person wants to be kept 
pusy. (2) Employes who are accustomed 
to being busy are more inclined to help 
one another in other departments. (3) 
Discipline problems are reduced to a 
minimum because absenteeism is almost 
unheard of. 

Among the morale innovations which 
Lutheran Mutual has put into effect is 
the practice of calling all men within 
the company, including the president, 
by their first names. Lutheran Mutual 
has junked the time clock and relies 
on the honor system. Employes’ rest 
periods are scheduled twice a day with 
snacks available at cost. 


L.O.M.A. Institute Survey 


There was considerable interest in a 
survey presented by J. Raymond James, 
educational supervisor of Southwestern 
Life, who has analyzed the experience 
of his company during the past 10 years 
with the L.O.M.A. Institute program. 
Southwestern Life has had in that period 
g8 employes pass one or more examina- 
tions, representing about 20% of the 
number now employed. Mr. James re- 
ported: “In these 10 years, we have lost 
only 19 from these 88, an average of 
about two persons per year. This does 
not necessarily mean the L.O.M.A. 
studies keep employes from leaving the 
company, but it does indicate that the 
more permanent type of employe en- 
gages in some definite plan for advance- 
ment.” 

Of the 69 L.O.M.A. students still with 
the company, two are former junior 
officers who have become senior officers, 
eight are supervisors who had been at 
senior clerical levels when starting the 
studies. In the same senior clerical 
group. two have become assistant su- 
pervisors, five have become staff spe- 
cialists, one has become chief lay un- 
derwriter, one has advanced to under- 
writer, two have become field under- 
writers and one an agency field super- 
visor. In the general clerical group, 32 
have made more than ordinary advance- 
ment. 


Employe Opinion Polls 


Likewise considerable comment was 
aroused by the talk of Robert D. Gray, 
who is director of the industrial rela- 
tions section of California Institute of 
Technology. He said that employe opin- 
ion polls, properly developed and con- 
ducted, can develop effective guideposts 
to action. Mr. Gray warned that no 
company should undertake such a poll 
until it is reasonably sure that it is 
doing a good job of personnel admin- 
istration. He cautioned also that no poll 
should be designed to put the finger 
on any one individual among manage- 
ment or among employes. He indicated 
that polls of employe opinion may help 
audit or check supervisory performance 
and show the way for improved super- 
vision in the future. He indicated that 
in all cases the results of an employe 
survey should be made known to the 
employes. 

Harold P. Stebbins, secretary Bank- 
ers Life of Nebraska, said that all the 
supervisors in his company had been 
offered a course in the basic principles 
of salesmanship on the basis that their 
job is a job of selling ideas and selling 
people on the use of new equipment or 
methods. He reported that less than a 
year after establishment of a supervisors’ 
training program, there are already bene- 
fits in the form of fewer problems oc- 
curring in the area of human relation- 
ships. He said it was evident that super- 
visors at all levels have greater confi- 
dence in themselves and are better equip- 
ped to build confidence in their staffs. 


New England Rounds Out Group Team 





Left to right are Vice-president Walter Tebbetts, Walter Bjorn, director of group 
insurance, and William R. Christmas, group seeretary of New England Mutual Life. 


New England Mutual has rounded out 
the executive team to direct its new ven- 
ture into group insurance with the ap- 
pointment of Walter Bjorn as director 
of group insurance and of William R. 
Christmas as group secretary. They will 
serve under Vice-president Walter Teb- 
betts to whom top executive responsi- 
bility for group business has been as- 
signed. 

Mr. 


Bjorn recently resigned from 


Northwestern National Life, where he 
was second vice-president and director 
of group insurance. Prior to this he was 
with the group department of Bankers 
Life of Iowa following a long associa- 
tion with Connecticut General. Mr. 
Bjorn is a graduate of Trinity College 
and a Phi Beta Kappa. 

Mr. Christmas is a graduate of McGill 
University. He was in the home office 
of Sun Life of Canada from 1929 until 
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he entered Canadian navy. He was 
separated from the service late in 1945 
and joined Massachusetts Mutual, where 
he has been group actuary. 

Mr. Tebbetts has been an officer of the 
company for 30 years and a director 
since 1943. He headed all the company’s 
extensive studies of group and the pre- 
liminary organization work. 

President O. Kelley Anderson has in- 
dicated that he hardly expects the com- 
pany to be completely prepared for gen- 
eral underwriting of group life and group 
annuity cases until the first of the year. - 


Atlantic County Chieftains 


Life Underwriters Assn. of Atlantic 
County elected Bertram S. Balch, Phila- 


delphia Life, president; Theodore 
Patroni, Colonial Life, vice-president; 
Walter Greenwald, Prudential, secre- 


tary; Charles Werling, Baltimore Life, 
treasurer. They are all from Atlantic 
City. 


Fete Clayes, Severne, Gates 


Harry G. Clayes, public utility spe- 
cialist Mutual Life; Homer A. Severne, 
2nd vice-president John Hancock, and 
Charles C. Gates, public utility invest- 
ment executive New England Mutual 
Life, were honored at a dinner at Al- 
buquerque, sponsored by New Mexico 
Public Service Co., and attended by 75 
Albuquerque businessmen. 
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SKIELDS 


A SALUTE TO 


©. 5. 


We bow to the C. L. U. movement on its twenty-fifth 
anniversary, and to all those who have had a part in 
its building and its administration. 


The C. L. U. has done more than just impart knowl- 
edge ito its students. It has pioneered in advanced 
training, and in so doing, has served as an inspiring 
force to companies for more and better training at all 
levels, and has made a real and genuine contribution 






The NATIONAL LIFE 


ANN Qn 
to the industry. 
7: U U U VJ 


Tike AN On On DDI DIAM } 


Growanee (ng 


iNCORPORATED 


NASHVILLE, TENNESSEE | e.. | 




































































if 
——- 






































ae 




















8 


HieNATIONAL 





R 


May 30, 1959 


a 





NLRB Reopens 
State Farm Case 


National labor relations board has 
acted favorably on a request by Insur- 
ance & Allied Workers Organizing 


Committee—CIO to reopen the hearing 
in the case involving California agents 
of the State Farm companies of Bloom- 
ington, III. 

The board's order reopens the record 
for the taking of additional testimony 
on the independent contractor status oO! 
State Farm agents. The further hearing 
will be held before the board’s regional 
director in San Francisco at such time 
as he may determine. ; 

Following a hearing in aJnuary of 
this year, NLRB rendered a decision on 
March 20 upholding State Farm's pos:- 
tion that its agents are independent 
contractors. The matter came before 
the board as a result of the attempt of 
IAWOC-CIO to be recognized as bar- 
gaining agent for State Farm's Cali- 
fornia agents. 


Webber, Dailey Appointed 
Managers by Phoenix Mut. 


Life has appointed 
H. Bennet Webber manager at Wor- 
cester to succeed Christopher Scaife, 
who will continue as consulting man- 
ager. The company has appointed Frank 
A. Dailey manager at Baltimore to re- 
place Warren Ingalls, who transfers to 
Norfolk. Mr. Webber has been with the 
company since 1947, Mr. Dailey since 
1945. 


Phoenix Mutual 


Metropolitan Advances Two 
Frank S. Lewis has been appointed 
assistant vice-president of the ordinary 
division and John T. Hoyt has been ap- 
pointed assistant vice-president of the 
industrial division of Metropolitan Life. 
Mr. Lewis formerly managed Metro- 
politan’s ordinary change section and 
Mr. Hoyt was administrative assistant 
on the industrial division staff. Mr. 
Lewis joined the company in 1908 and 
has risen through various positions to 
his new post. Mr. Hoyt started with 
the company in 1933 in the actuarial 
division. He became an associate of the 
Actuarial Society of America in 1936 
and a fellow in 1940. He was appointed 
adminstrative assistant last year. 


Scales Meet at Hutchinson 


The Hutchinson, Kan., district of 
Missouri Ins. Co. under D. A. Britt, 
manager, held a three-day sales meeting 


with Robert K. Zelle, educational direc- 
tor from the home office at St. Louis, 
in charge. Mr. Zelle also spoke before 
Hutchinson Life Underwriters Assn. 


Clarence J. Myers, executive vice- 
president, has been elected director of 
New York Life. He has been with the 
company since 1942, 





WALTER CANNER’S PLAN 





System Spots 3 Basic 
Sales Success Traits 


NEW YORK—After the prospective 
agents Aptitude Index and Steward 
test results and the 
inspection company 
report have all been 
reviewed, what else 
is there the general 
agent can do to find 


out what sort of 
stuff the man is 
really made of and 


how can he be ex- 
pected to perform if 
hired? What essen- 
tial qualities should 
the agency head 
look for and how 
should he go about 
appraising them? 

As with many 





Walter W. Canner 


other managers, these 
questions confronted Walter W. Can- 
ner, president of the Hoey & Ellison 
agency of New York City, which is 
the year-to-date leader of Equitable of 
lowa. As a means of getting the highest 
percentage of successful agents out of 
the 150 to 200 men he interviews each 
year, Mr. Canner developed a screening 
system that has produced highly gratify- 
ing results in the little more than a year 
that he has been using it on an organized 
basis, 


Three Vital Attributes 


Observation of the careers of success- 
ful life agents convinced Mr. Canner 
that such agents have three essential 
attributes: faith, ambition, and _ self-or- 
ganization. What's more important, Mr. 
Canner has developed a system for find- 
ing out which of the men he is talking 
with possess these qualities to the ex- 


tent necessary for success in life in- 
surance selling. 
Faith is important, Mr. Canner_ be- 


lieves, because if a man isn’t capable of 
developing a deep and abiding faith in 
life insurance there are going to be a 
lot of times when his morale will be 
blasted by rebuffs from churlish pros- 
pects. Moreover, said Mr. Canner, the 
man of faith has character, is reliable, 
has high purpose and ideals, and builds 
confidence. He regards himself as a 
man with leadership qualities. Life may 
knock him down but he keeps getting 
up. He accepts the importance of service 
work in life insurance. He doesn’t just 
sell a policy and disappear. 


How Discern Qualities? 


But, if the prospective agent has had 
no life insurance experience, and most 
of them haven't, how can anyone tell 
whether he has the capacity that will 
enable him to develop the desired mis- 
sionary zeal for life insurance? 

Mr. Canner does it by asking him to 
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think of something that he is interested 
in and enthusiastic about. It may be 
home community, the Rotary Club he 
belongs to, golf, baseball, stamp col- 
lecting—anything that the man can talk 
about with real interest. Mr. Canner 
asks him to talk a little on this subject. 

That gives a pretty good idea of how 
well he can talk about something that 
he feels deeply about. And incidentally, 
the choice of topic is often a tip-off to 
the man’s fitness for life insurance sel- 
ling. If he chooses something like a 
community chest drive that involves 
contact with people and indicates gre- 
gariousness, it is a much more favorable 
indication than if he discourses on some- 
thing like numismatics or taking long 
walks alone in the woods. The big thing 
is that the man shall have the capacity 
for faith and enthusiasm. If he has it 
for something, even though it is totally 
unrelated to life insurance, the chances 
are that he can develop such a feeling 
about life insurance if he is properly 
indoctrinated. 





MORE THAN LEARNING 





Because this matter of faith is more 
like a religious experience than the in- 
tellectual process of learning, it takes 
more than reading and listening to in- 
struction to implant. The L.I.A.M.A. 
booklet “This I Believe” is extremely 
useful, but book-learning is supplemented 
by the actual experience with life in- 
surance in action. 

Mr. Canner gives the new agent death 
claims to handle. The agency has 
adopted the plan of keeping in touch 
with widows who have been paid in- 
surance claims, for example sending 
birthday cards. Many of these widows 
are, quite understandably, outspoken 
boosters for life insurance and are more 
than willing to talk with a young agent 
about what it means to have a reasonably 
adequate insurance program and why 
it is worth the sacrifices necessary to 
pay the premiums. What such a widow 
can tell a beginning agent is vastly more 
effective than anything that a general 
agent or anyone else could say, Mr. 
Canner has found. There is nothing like 
handling a death claim to bring a new 
agent out of a sales slump. 


Needn’t Be Vehement 


This faith, incidentally, does not need 
to find expression in emphatic or ex- 
cited talk, according to Mr. Canner. 
The agent may speak quietly and de- 
liberately but he must have this under- 
lying faith to be any good as a salesman. 

To get a line on a prospective re- 
cruit’s ambitiousness, Mr. Canner asks 
the man to think back over his life and 
recall something that he regards as evi- 
dence of ambition. The answers are not 
only a tip-off to the man’s record of 
accomplishments in the ambition depart- 
ment but his choice of what to talk 
about indicates his concept of what con- 
stitutes ambition. On the plus side Mr. 
Canner ranks such activities as working 
his way through college, all or part, 
extra work in addition to a regular full- 
time job, taking extension courses, either 
to equip himself to earn more money, 
to get into a more desirable type of 
work, or even just to improve his mind 
academically; in fact anything that the 
man may have done to indicate that he 
used part of his extra time toward bet- 
tering himself instead of just drifting 
along. 


Hard To Evaluate 


Self-organization—and with this Mr. 
Canner includes the self-discipline neces- 
sary to make self-organization effective 
—is a more slippery quality to lay hold 

(CONTINUED ON PAGE 17) 


Mixed Companies : 
Meet at Savannah 


A trend toward simplifying the debit 
agent’s sales job was apparent in the 
“Tdea- of-the-Year-Exhibit” held in con. 
nection with L.I.A.M.A. meeting of com- 
bination companies. 

Approximately 158 agency officers of 
45 companies registered at Savannah, 
The conference was conducted almost 
entirely on an audience participation 
basis. The opening discussion, with E, 
B. Stevenson, Jr., executive vice-presj- 
dent, National L. & A,, presiding, 
launched the subject “New Horizons 
for the Field Man.” Participants added 
ideas on ways in which the agent can 
increase his selling time, thus increasing 
his earnings. 

William J. Hamrick, chairman of the 
combination companies Committee and 
agency vice-president of Gulf Life, pre- 
sided at the opening session. Arrange- 
ments for the meeting were made by 


Lewis F. Youngblood, senior consultant 
of L.I.A.M.A. 
W. J. Williams vice-president oj 


Western & Southern Life, was elected 
chairman of the combination companies 
committee of L.I.A.M.A. at the con- 
cluding session. Elected to the commit- 
tee were James G. Bruce, vice-presi- 
dent of Colonial, and David F. S. John- 
son vice-president Interstate Life. 


Prudential Names Spangler; 
Shuffles District Managers 


Prudential has appointed Emmett 
H. Spangler district manager at Mones- 
sen, Pa., to succeed Nicholas J. Camp- 
bell, who has retired. Mr. Spangler has 
been with the company since 1942. 

The company has also appointed 
Michael Galletta district manager at 
Maspeth, L. I., to succeed Warner 
Severins, who transfers to Brooklyn 
district 6, replacing Frank M. Green- 
here, who moves to Rockville Centre, 


4. 


Ramsey Agency Shows Top 
Gains in Conn. Mutual 


The Ramsey agency of Connecticut 
Mutual at Chicago amassed the greatest 
paid volume increase for the year to 
date in the company. The agency led in 
paid business for April and is in second 
place for the year to date. The agency 
is in first place in total paid annuities, 
had the leading agent in the company 
for the months of February, March and 
April and has two agents among the 
first 10 in the company for the year to 
date. Fred G. Reed of the agency stands 


No. 1 in the company and Josevh H. 
Aaron is company leader in paid an- 
nuities. 


Crown Life Aids Traders 


Crown Life is sponsoring a modern 
conference room on the grounds of the 
International Trade Fair at Toronto. 
The room is kept quiet and is completely 
wired for sound recordings that speed 
correspondence between the fair and 
traders’ office. 


Trump St. Louis Speaker 


Dr. Ross Trump, professor of market- 
ing at Washington University, spoke on 
“Tremendous Trifles’ at a luncheon 
meeting of the A. & H. Underwriters 
Assn. of St. Louis. He was in charge 
of the pilot disability insurance course 
conducted at Washington University in 
April. He formerly was with American 
College of Life Underwriters at Phila- 
delphia. 


The Dodge City, Salina, Junction City 
and Wichita agencies of Victory Life 
held a two-day training school at Topeka 
conducted by E. E. Shurtleff, vice- presi- 
dent and M. B. Steen, agency director 
There were 30 present. 
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First South Dakota 


Congress a Success 


WASHINGTON, S. D.—Drawing a 
registration of 123, the 200-member 
South Dakota association’s first attempt 
at a sales congress successfully crowded 
four speakers and a luncheon into five 
hours. , ; 

The program was an experiment in an 
attempt to increase attendance at the 
annual business meeting of the state as- 
sociation, which, in previous years, has 
been drawing from 20 to 25 members. 

The speakers’ panel, under the direc- 
tion of Conrad Elverum, manager Phoe- 
nix Mutual, Watertown, program chair- 
man, included Lester S. Roscoe, director 
field training, Occidental of California; 
Robert Judd, Phoenix Mutual, Madison, 
Wis.; Paul Chelgren, 2nd vice-president 
North American L & C.; and obert W. 
Osler, Rough Notes. 

Mr. Roscoe urged selling life insurance 
as “property insurance, protection of a 
money-making machine.” “If you can 
get a man to think of himself as a money- 
making machine, all objections to life 
insurance will fade away,” he declared, 
“and the idea of $5,000 or $10,000 
coverage for a machine capable of mak- 
ing a hundred thousand or more will 
appear as absurd to him as $500 worth 
of fire and theft coverage on a Cadillac.” 
Diagrams Dispel Doubt 

Mr. Judd, speaking on “Dispel Doubt 
with Diagrams,” stated that there are 
three ways to sell life insurance. (1) 
Talk—but talk can lose sales as well as 
make them. (2) Written proposals—but 
they lend themselves to procrastination 
because it is natural for the prospect to 
say, “Leave it with me so I can study 
it.” (3) Diagramatic exhibits and visual 
material, which put life insurance in 
terms the layman can understand. 

The difference between a good sales- 
man and a failure lies in his ability to 
think through a problem to a logical con- 
clusion, Mr. Chelgren told the audience; 
and the difference between a good sales- 
man and a top-notcher is the ability not 
only to think through a problem himself 
but also to be able to get other people 
to think through their own problems. 

Mr. Osler urged selling life insurance 
not as a means of earniing a living, but 
as a defense of democracy. “Every pol- 
icy you sell,” he declared, “is that much 
less pressure on democracy, that much 
less chance that someone will someday 
run to Washington to trade his Amer- 
ican birthright of freedom for a govern- 
mnt handout.” 

Sessions of the sales congress were 
held in the anditorium of the new Mid- 
land National home office building. 


Watt Treats A. & H., 
Life Differences 


Life companies entering A. & H. must 
realize that this coverage is not the ac- 
tuarial science that life insurance is. 
There must be a great deal more depend- 
ence on the knowledge and experience 
of the individual underwriter and actu- 
ary, Paul W. Watt, executive vice-presi- 
dent Washington National, declared at 
the spring conference of Life Office Man- 
agement Asen. at Colorado Springs. He 
warned that the consequences of over- 
lapping between underwriting, claims, 
sales and procedures should be watched. 
Among the things to note are higher in- 
demnities, especially those created by 
duplicate coverages, the continuance of 
impaired risks, with an expectation of 
exercising the cancelable privilege, and 
claim handling as an adjunct of life in- 
surance. 

“A. & H. claim handling is more com- 
plex than thatf or life insurance and not 
only does proper claim handling play 
an important part in good public rela- 
tions, but also it is directly related to the 
persistency of accident and health busi- 
ness and even to the sale and persistency 








of life policies,” he declared. 
The speaker was certain that the mul- 


titude of problems arising from all the 


_details of handling this relatively new 


business can be solved to the advantage 
of the life insurance business, the public, 
and the economic system. He spoke 
from the vantage point of an executive 
whose company has always been in the 
A. & H. business and can offer consider- 
able advice to newcomers. 

Mr. Watt cited encroachment of com- 
pulsory plans as one of the problems 
facing the business. He said that while 
four states now have compulsory A. & H. 
laws, similar measures were defeated in 
16 states in the past two years. “Some 
companies, including my own, are finding 
it necessary to cancel business in Cali- 
fornia,” he declared. 

He commented that A. & H. is not 
only in an era of great expansion but 
also an era of experimentation. Many 
problems are arising from the trend 
toward broader policies, removal of re- 
strictive clauses, new and different policy 
benefits, and more liberal claim-paying 
attitudes, he concluded. 


P.S. 


Coast Executives Review 
Agency Departm’'t Problems 


(CONTINUED FROM PAGE 3) 


must be analyzed. He declared that fi- 
nancing is investment, not speculation. 
He commented on the financing on 
agents’ balances tending to bring about 
a disregard of performances, and said 
if performance is not used it is a mis- 
take. He cited the pay to general agents 
for production on a new plan. He wanted 
to know how many companies have 
a plan to train men for replacement in 
management, and concluded by declaring 
there should be concentration on selling 
and training. 

Julius Klein and M. V. Lonegran were 
selected as co-chairman to arrange for 
the next meeting at San Francisco the 
first week in October. 





James M. Brown, investment analyst 
Aetna Life, recently married Louise 
Reynolds of Peterboro, N. H. 


Mail Order Insurer Group 
Holds Annual Convention 


(CONTINUED FROM PAGE 4) 


ulation. He said he found a cooperative 
attitude at FTC, and A.I.A. and FTC 
were pioneering. Mr. Milspaugh in his 
talk walked on tiptoe, so to speak. He 
spoke for some time in general about 
FTC and how it operates, etc., but he 
apparently was being very careful not 
to get specific on insurance matters. 
About all he said in this connection was 
that he has been administering the in- 
surance matters and that this work has 
been most interesting to him. He said 
the relationship with the A.I.A. has 
been amicable and the voluntary com- 
pliance that they have practiced has 
been “splendid and could well be fol- 
lowed by other organizations.” He con- 
cluded by saying that the federal trade 
comniission “is greatly appreciative of 
the cooperation .you have extended 
during the past two years.” 
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_ EDITORIAL 


COMMENT 





Has the Competition 


Have life companies become more 
vulnerable to competition from mutual 
funds as the result of the recent enact- 
ment of a special section of the New 
York law permitting the creation of 
College Retirement Equities Fund, an 
affiliate of Teachers Insurance & Annu- 
ity? We don’t profess to know the an- 
swer. We’re just asking the question. 
But in view of the use to which the mu- 
tual funds might conceivably put the 
principle behind the C.R.E.F. the ques- 
tion seems pertinent. 

Some months ago, back when Teach- 
ers announced it was going to seek leg- 
islation allowing it to set up a special 
fund to invest in equities with the aim 
of keeping the annuitant’s purchasing 
power more closely in step with living 
costs, we editorialized on the proposal’s 
possibilities as a means of meeting the 
mutual funds’ growing competition. 

But if the participation unit principle 
of the mutual fund operation could be 
used by a life company through setting 
up a separate but affiliated corporation, 
isn’t it also possible that a mutual fund 
might set up a similar unit to do some 
of the things that it cannot now do but 
could do through an organization like 
the College Retirement Equities Fund? 
The big thing of course is that it could 
make use of the annuity principle, to 
provide an income for as long as the 
recipient might live. There are a num- 
ber of other advantages that would be 
available under the C.R.E.F. type of 
setup that are not available to the gen- 
eral run of mutual funds. 

Mutual funds, also known as invest- 
ment companies, and formerly referred 
to as investment trusts, have been mov- 
ing aggressively and to an increasing 
extent into a field that was formerly 
considered pretty much the domain of 
life insurance and annuities. The better 
heeled class of life insurance prospects 
are particular targets. Mutual fund sales- 
men bear down heavily on the reduced 
purchasing power of the dollar and the 
value of common stock investments as 
a hedge. Some prospects are even urged 
to cash in life insurance having valuable 


a New Weapon? 


life income options in order to put the 
money into a mutual fund. One of the 
major problems discussed at the recent 
meeting of the New York State Assn. 
of Life Underwriters was the increasing 
inroads of mutual funds and particularly 
the aggressive efforts of some manage- 
ments to get life insurance salesmen to 
carry a sideline of investment company 
shares in their life insurance sales kits. 

The College Retirement Equities Fund 
is something new, if not in concept, then 
as an actual operating setup. It has 
some features that are characteristic of 
the standard life insurance and annuity 
operation and some others that are 
characteristic of the open-end investment 
companies, plus some distinctive features 
of its own, 

In view of their record of aggressive 
efforts at expansion, it seems likely that 
the managements of mutual funds will 
scrutinize the C.R.E.F. setup closely to 
see whether it might not be a vehicle 
for still further expansion of the mutual 
funds’ markets. 

Consequently, it would seem to be 
only prudent strategy for life company 
managements to investigate the possibil- 
ities of adapting the C.R.E.F. idea to 
their own uses, thereby not only defend- 
ing a considerable part of their own 
market against the mutual funds but 
perhaps getting the jump on the invest- 
ment companies in that particular area. 
At any rate, the life companies would 
at least not be caught flat-footed by an 
aggressive adversary. 

For those interested in further infor- 
mation on the College Retirement Equi- 
ties Fund there is an article in this issue 
on the presentation made by vice-presi- 
dents George E. Johnson and William 
C. Greenough of Teachers I. & A. at a 
meeting of the American Pension Con- 
ference in New York City. And, inci- 
dentally, the interest shown by these 
pension planning experts and the fact of 
their devoting an entire evening to learn- 
ing more about the equity annuity plan 
are indicative of at least an open-minded 
attitude toward the idea. 


The Pension Credit Transfer Problem 


If privately financed retirement plans 
—including insured plans of various 
types—are not to breed more ill-will 
than they avert, it would seem that more 
attention must be paid to the problem 
of the employe who shifts from one em- 
ployer to another. Failure to solve this 
problem also greatly increases the dan- 
ger that the federal government will 


shoulder its way still further into the 
retirement business by boosting social 
security benefits even higher above the 
subsistence level to a point where they 
would leave little room for privately 
financed pensions except among the 
high salaried. 

Except for the relatively few plans 
covering a single industry or members 


of a profession as in the case of college 
teachers, the employe who moves from 
one job to another is often seriously 
handicapped because under most plans 
he loses the pension credits that his em- 
ployer has contributed on his behalf. 

Vesting the employer’s contribution, 
at least in the usual sense of paying it 
to the departing employe in cash, is a 
poor solution for the employe both as 
to taxes and in dumping a load of cash 
in his lap that he may or may not in- 
vest to any great extent toward his re- 
tirement. What is needed is some ar- 
rangement that would permit him to 
take his credits with him but as credits 
and not as cash, is some over-all plan 
that will permit pension credit transfers 
within the business and_ professional 
world as readily as the social security 
administration now takes care of such 
transfers. 

The present situation not only makes 
for bad public relations but it is bad 
social policy, for the nation’s retirement 
problem is not solved when a man is in 
effect hampered from changing jobs be- 
cause of the pension rights he will lose. 
The result is that to the big majority 
of employes pension plans mean nothing 
whatever. 

There are of course two main reasons 
why employers don’t want to give their 
employes the right to take their pension 
accumulations with them when they 
leave. First, this right makes for a 
much more expensive pension plan. Sec- 
ond, the man’s awareness that he will 
lose substantial pension rights if he 
leaves helps often to reduce the employ- 
er’s turnover. 

The cost reason is in the long run 
somewhat illusory, although for the 
short pull it probably pays an employer 
to have no vesting. However, if vesting 
were generally the custom, all employers 
would theoretically be about as well off 
as they are now, for the extra cost of 
vesting would be offset by not having to 
pay heavy past-service liabilities for new 
employes who had forfeited their accu- 
mulations with their previous employers. 


There is also some reason to think 


that attempting to hold men in their jobs 
by means of accumulated pension con- 
tributions that they would lose by leay- 
ing is not so much: of a benefit to the 
employer as he might think. In at least 
one important field it has been found to 
work out that this deterrent to job- 
shifting operates in inverse ratio to the 
man’s value. The mediocre man stays 
because if he should happen to get an- 
other offer it is unlikely to be enough 
of an increase to warrant his jettisoning 
his accumulated pension credit. But an 
outstanding employe may well be offered 
a job at such an increase or with such 
opportunity that he can well afford to 
forget about his accumulated pension 
credits. 

This anti-selection effect of the non- 
vesting of pensions not only works 
against the employer but is bad in its 
general effect, for sometimes men who 
are just barely getting along with one 
company would do much better if they 
took another job or got into an entirely 
different field to which they were better 
adapted. This fear of moving because of 
feeling unable to afford the loss of pen- 
sion accumulations could well result in 
a serious and widespread deterrent to 
the spirit of enterprise and ambition. 

Undoubtedly the most serious feature 
of failure of private industry and private 
insurance companies to take care of the 
retirement problem for men who shift 
from one job to another is the danger 
that the government will come in and 
provide transfer facilities through in- 
creasing social security. We have social 
security and there is no use arguing 
against it. It could be contended that it 
is essential to have it as a base but it 
would certainly be a colossal mistake to 
have the entire pension system in gov- 
ernment hands. One of the great dan- 
gers is that it allows the government to 
escape in an unsound degree the conse- 
quences of its own inflationary fiscal 
policies. As the latter cause inflation to 
increase the government can notch up 
social security benefits in a damaging 
though futile attempt to keep up with 
the dollar’s loss of purchasing power. 








PERSONAL SIDE OF THE BUSINESS 





Insurance organizations are becoming 
so numerous that there are getting to be 
some duplications of initials, and one 
such produced an awkward situation at 
the Palmer House, Chicago, last week. 
Assn. of Insurance Advertisers (A.I.A.) 
was holding its annual convention and 
banquet there, and the same evening 
Assn. of Insurance Accountants of Chi- 
cago (A.I.A.) was also having a dinner 
at the Palmer House. 

Assn. of Insurance Advertisers was 
advised that its dinner was to be in a 
certain rooom and there were several 
guests who were so notified, but when 


the chips were down, it turned out that 
this was the room for the dinner of 
Assn. of Insurance Accountants and 
actually, there was no room set up for 
Assn. of Insurance Advertisers. The 
latter in the emergency was provided 
with a large and comfortable room and 
the hotel stationed a flagman outside the 
dinner room of A.I.A. (Accountants) to 
direct A.I.A. (Advertisers) banqueters 
to their proper place. 

Margaret Topp. Northwestern Na- 
tional Life, was a guest on Cedric Adams’ 
radio show in Minneapolis recently. The 
broadcast honored Twin Cities industrial 
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editors during the International Council 
of Industrial Editors conference there. 

Walter E. Helmke, vice-president 
Jefferson National Life, has been named 
chairman of Indiana Citizens for Taft 
committee. 

Jesse W. Randall, president of Trav- 
elers, has been elected first vice-president 
of Connecticut Chamber of Commerce. 

Spalding Southall, Kentucky com- 
missioner, and Miss Alma _ Virginia 
Dawson, Shelbyville, Ky., were married 
May 24 at Shelbyville. 

Powell B. McHaney, president of Gen- 
eral American Life, was faced with a 
new problem as president of the board 
of curators of University of Missouri. He 
and the other curators have had to de- 
cide what punishment to mete out to 
students engaging in panty raids. 

Frank F. Weidenborner, agency vice- 
president of Guardian Life, addressed the 
sales managers bureau of the St. Louis 
chamber of commerce. 

The family of Edwin R. Brouk, Penn 
Mutual “man-of-the-year” at Des Moines, 


was featured in a full-page pictorial story 
in the Des Moines Sunday Register. The 


‘story revolved around the activities of 


Mrs. Brouk but Mr. Brouk appeared in 
two of the five photographs. 


John Hill, vice-president New England 
Mutual, has been elected a director of 
Boston chamber of commerce. 


Clayton L. Walton, general agent in 
Seattle for Monarch Life, has the dis- 
tinction of being the only lay person 
in Washington who is an officer of a 
medical society. Mr. Walton is retained 
by the King County Medical Society 
and the Seattle Dental Society as an 
instructor in public speaking, parliamen- 
tary law and manuscript writing. He is 
in addition chairman of the education 
committee of Seattle Life Underwriters 
Assn. and is to be one of the principal 
speakers at the annual convention of In- 
ternational Assn. of A. & H. Under- 
writers next month at Asbury Park, N. J. 

J. W. Cunningham, personnel depart- 
ment Metropolitan Life, has been elected 
president of National Assn. of Training 
Directors. 








DEATHS 





LT. WILLARD W. CROWELL, 
JR. Los Angeles life insurance agent 
and recalled army reservist, was killed 
in action in Korea. Lt. Crowell had 
been with the Mage agency of North- 
western Mutual Life. He entered the 
business at Los Angeles on a debit for 
American National. He was a graduate 
of U.C.L.A. Lt. Crowell had been 
wounded on two previous occasions and 
was holder of the Purple Heart and the 
Silver Star. 


WILFRED B. BATES, SR,, 80, 
former general agent for Central Life of 
Des Moines at Madison, Wis., and with 
the company 35 years, died there sud- 
denly. 

ALBERT J. KUNNEN, 64, auditor 
of THE NATIONAL UNDERWRITER Co., died 
suddenly of a heart attack at his home 
at Cincinnati last week. He had _ suf- 
fered a breakdown four years ago, fol- 


lowing which his duties were light- 
ened, but he returned to full time 
work and was apparently in good 


health at the time of his death. Before 
joining The National Underwriter Co. 
in 1936, Mr. Kunnen had been with 
National Lead Co. in Cincinnati for 
many years. He is survived by Mrs. 
Kunnen and four sons. 


J. CLIFFORD McCARTHY, 47, 
personnel executive Canada Life, died of 
a heart attack at his home in Toronto. 
Mr. McCarthy joined the company in 
1923, and transferred to the personnel 


department in 1929 where he became as- 
sistant supervisor, supervisor, and per- 
sonnel manager. He was appointed 
personnel executive last year. 


WILLIAM R. SHIRLEY, 81, former 
president of American Mutual Life of 
Des Moines, died in the Methodist Hos- 
pital at Houston, where he had lived 
since 1940. He entered the life insur- 
ance business at Sioux City, Ia. and 
later organized Acme Life at Tulsa, 
Okla. He was also active in fraternal 
insurance and served as president of 
American Yeomen and of National Fra- 
ternal Congress. 


FRANK L. McFARLANE, 33, a top 
producer for Northwestern Mutual Life 
at Cleveland for 
many years and one 
of the most famed 
speakers on selling 
in the business, died 
of a heart attack. 
Mr. McFarlane en- 
tered insurance 
with Aetna Life in 
1925 after gradua- 
tion from Univer- 
sity of Colorado 
school of mines. He 
had been a _ con- 
sistent member of 
the Million Dollar 
Round Table since 
1941. He = started with 
Mutual in 1942 at Cleveland. 





F. L. MeFarlane 


Northwestern 
He was a 


C.L.U. and past president of Cleveland 
Life Underwriters Assn. In 1948 he was 
a featured speaker before the Million 
Dollar Round Table and on_ the 
M.D.R.T. hour of the N.A.L.U. annual. 

Mr McFarlane had been a tireless 
worker in civic enterprises in his home 
community and at the time of his death 
was general chairman of the Cleveland 
community chest 

BERNARD J. McCORMICK, dis- 
trict manager Boston Mutual Life, 
Worcester, died at Milton, Mass. He 
had been with the company since 1934. 

BERNARD J. DUNN, 74, with the 


S\N 


Ss Sy 


NS 


group department of Metropolitan since 
1904, and retired since 1944, died at 
Stewart Manor, L. 1., after a lingering 
illness. 

NAT G. BERRY, 54, Occidental of 
North Carolina, died of a heart attack at 
Raleigh. 

ARTHUR B. CARROLL, 57, with Con- 
tinental Assurance at Milwaukee since 
1933, died there following a heart attack. 

NORMAN C. NICHOLSON, 63, Bankers 
Life of Iowa, died at his home at 


Roundup, Mont. He:had been with the 
company since 1940. 

Ww. F. HILDEBRANDT, 48, with the 
Scheibe-Hildebrandt agency, Wrights- 


SN 


Agency Teamwork, Texas Style 


A striking instance of unselfish team- 
work was demonstrated for Seth Farm- 
er, agent for Western Reserve Life at 
Brownwood, Tex., when he was knocked 
off his sales pace recently by hospitali- 
zation for a broken leg. While he was 
laid up, five members of his agency 
drove 100 miles from its headquarters at 
San Angelo and joined Windel H. Day, 
another member of the agency at 
Brownwood, in calling on Mr. Farmer’s 
prospects and writing business for him. 

The original suggestion for the proj- 
ect came from Earl Wood and others 
participating were John Bryan, James 

Doel, Ralph Murphy and Manager 
Paul Mann. The team wrote $18,000 in 
life insurance for Mr. Farmer and more 
than $500 in A. & H. premiums. 





“Whither 2132" Is Hot Topic 


Profound and widespread interest in 
getting the expense limitation section of 
the New York insurance law liberalized 
was noted by B. N. Woodson, manag- 
ing director of National Assn. of Life 
Underwriters, on his recent 10-day Cali- 
fornia visit, during which he addressed 
several life insurance groups, including 
the San Francisco managers. Even at 
a distance of 3,000 miles from New York 
the interest in section 213, because of 
its extraterritorial effect, is such that 
it was the first question in the minds 
of practically all life insurance people 
who talked with Mr. Woodson. 

There was, of course, particular inter- 
est in the attitude of the New York 
insurance department and _ legislature. 
At the San Francisco managers’ meet- 
ing the interest in section 213 was so 
intense that when Mr. Woodson, just 
before he was scheduled to speak, of- 
fered to talk on section 213 rather than 
his originally planned subject, the sug- 


gestion was greeted with enthusiasm 
and he devoted his entire talk to a frank 
and sometimes off-the-record discussion 
of the background, present status, and 
prospects for expense limitation legis- 
lation in New York. 

It was obvious that the San Fran- 
cisco managers, like other California life 
insurance men that Mr. Woodson talked 
with, are much interested in getting the 
long-sought action on section 213 at 
the 1953 session of the New York legis- 
lature. 


The Hobson Not a War Casualty 


Sinking of the destroyer Hobson with 
the loss of 176 lives is apparently being 
regarded by life companies as not result- 
ing from war and hence not subject to 
any war risk exclusions in either basic 
coverage or double indemnity. 

After considering all aspects of the 
disaster, Prudential announced that its 
counsel had ruled the collision between 
the Hobson and aircraft carrier Wasp 
was an accident not resulting from war 
and that full benefits will be paid. 

Eighteen members of the Hobson’s 
crew were covered for $16,000 in regular 
death benefits and $14,000 in accidental 
death benefits. 

Metropolitan is paying $16,932 in reg- 
ular death benefits and $9,859 in acci- 
dental death benefits on 16 crew mem- 
bers. 


Stock Transfer Bill Signed 

W ASHINGTON—The President has 
signed the bill to make nontaxable cer- 
tain stock transfers by insurance com- 
panies to secure performance of obliga- 
tions. 











Monumental Life of Baltimore has de- 
clared a 15-cent extra dividend to stock- 
holders of record July 21. 
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Howard Named President 


of Idaho Association 


_ Idaho Assn. of Life Underwriters at 
its annual meeting and sales congress 
at Sun Valley elected B. A. Howard, 
Bankers Life of Iowa, Caldwel!, as the 
new president. He succeds C. C. Swan- 
beck, Equitable Society, Lewiston. The 
new vice-president is John Cochran, 
New York Life, Idaho Falls. 

The group adopted a resolution urging 
that more funds be made available to 
the Idaho department and that salaries 
of department personnel be increased 
and the employes put under civil service. 

The welcome remarks were delivered 
by Commissioner Lee O’Connell and the 
first day was devoted to ‘business ses- 
sions. At the banquet, the speaker was 
Dr. Royal L. Garff of University of 
Utah. 

Two breakfast gatherings opened the 
second day’s activities, with Frank T. 
Briggs, United Benefit, Pocatello, pre- 
siding as president of the past presidents 
group, and Frank W. Bland, Pacific 
Coast manager of the National Under- 
writers Co., addressing the Leaders 
Round Table on “Selling Aids.” U. N. 
Terry, Equitable Society, Twin Falls, 
was in charge of this meeting. 


Wis. Congress at University: 
Ebersoi State President 


MADISON, WIS.—More than 500 at- 
tended the sales congress of Wisconsin 
Assn. of Life Underwriters, sponsored 
for the first time by the University of 
Wisconsin school of commerce and held 
on the university campus. C. W. Tom- 
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linson, Madison, Bankers Life of Iowa, 
state president, was in charge of the 
morning session, with vice-presidents 

E. C. Ebersol, Milwaukee, Lincoln Na- 
tional, presiding at the luncheon meet- 
ing, and E. C. Schroder, Appleton, New 
York Life, in the afternoon. 

Speakers included Dean Fay H. EI- 
well of the university school of com- 
merce; A. R. Jaqua, Southern Methodist 
University; C. C. Center, chairman of 
the university department of insurance; 
Ray J. Dolwick, Northwestern Mutual, 
Cleveland; James F. Love, R. & R. Serv- 
ice, Indianapolis, and Carl A. Ernst, 
North American Life & Casualty, St. 
Paul, president of International Assn. 
of A. & H. Underwriters. 

The closing feature was the presenta- 
tion of the life insurance play, “The 
Education of Richard Roe,” written by 
Laflin C. Jones, home office official of 
Northwestern Mutual, and presented by 
courtesy of the company with a cast of 
15. 

At the Wisconsin association’s busi- 
ness meeting, E. C. Ebersol, Milwaukee, 
Lincoln National, was elected president 
to succeed Mr. Tomlinson; Mr. Schroder, 
administrative vice-president; Willard 
L. Monsen, Milwaukee, Northwestern 
Mutual, vice-president, and Carl J. Ho- 
man, Madison, Mutual Trust Life, sec- 
retary. William H. Pryor, Milwaukee, 
Connecticut Mutual, continues as na- 
tional committeeman. The directors in- 
clude a representative of each of the 14 
Wisconsin local associations making up 
the state group. 

Wisconsin Life Managers & General 
Agents Assn. held its annual meeting. 
The Milwaukee association cancelled its 
May meeting and met with the state 
organization at Madison. 

Officers elected were Jack C. Windsor, 
Connecticut General, Milwaukee, presi- 
dent, succeeding W. B. Bellack, Lincoln 
National, Neenah; Frank G. McNamara, 
Old Line Life, Waukesha, vice-presi- 
dent; Harold Kasche, Aetna Life, Mil- 
waukee, secretary. 

Following a joint dinner on the eve 
of the sales congress, the managers and 
general agents heard Mr. Jaqua speak 
on “Essentials of Successful Manage- 
ment.” The life underwriters held a 
“bull session” at which George Laikin, 
Milwaukee attorney, conducted a dis- 
cussion on “Taxes and Estates.” 


Iowa Association Names 
Ray Short New President 


Iowa Assn. of Life Underwriters at its 
annual meeting at Des Moines elected 
Ray Short, Equitable Society, Cedar 
Rapids, as president, succeeding Harold 
A. Miller, Mutual Life, Council Bluffs. 
Fred Haskins, John Hancock, Des 
Moines, was elected secretary. No vice- 
president was named at the annual 
meeting and the post will be filled at 
the leadership training school at Des 
Moines July 14. 





Regional vice-presidents are Lisle 
Payne, Penn Mutual, Des Moines: 
Charles Stratton, Mutual Life, Du- 


buque; Ben Marten, Lutheran Mutual, 
Manson; Gerald Kirn, Northwestern 


National, Council Bluffs, and Fred 
Schwengle, American Mutual, Daven- 
port. 


The association changed its by-laws 
so that the officers and regional vice- 
presidents shall make up the executive 
committee. Three of them were named 
for two-year terms and two for one 
year, so that the terms would be stag- 
gered. 

Support Licensing Bill 

The association adopted a resolution 
supporting an agents licensing bill in 
the next legislature. It has been push- 
ing such a bill at the several recent 
sessions. 

Another resolution recommended that 
the companies use osteopaths for medi- 
cal examinations. There was some de- 
bate as to whether it should be worded 
to urge their use where regular medical 


examiners are not available but it was 
pointed out that in some communities 
the medical doctors are too busy to han- 
dle examinations. The Iowa Quarter 
Million Dollar Club recently adopted a 
similar resolution and had urged the 
association to take similar action. 

The association urged the Quarter 
Million Dollar Club to consider chang- 
ing its name to Leaders Club, so that a 
sliding scale could be used for qualifica- 
tions for membership. 

Sioux City won the achievement cup, 
winning firsts in membership, national 
quality awards and _ publicit~. while 
Davenport won first in education and 
Des Moines first in programs. Ottumwa 
won first place in having the largest at- 
tendance at the convention. 

More than 260 attended the sales con- 
gress which followed the annual meet- 
ing. Speakers included W. R. Jenkins, 
vice-president of Northwestern Nation- 
al: Frank Mangrum, John Hancock, 
Chicago; Thomas T. Martin, Mutual 
Life, Murfreesboro, Tenn., and_ Harold 
J. Cummings, president of Minnesota 
Mutual. 


Zahn Heads Montanans 


Henry Zahn, Missoula, was elected 
president of Montana Assn. of Life Un- 
derwriters at the annual meeting of 
Butte. Other officers are Elbert H. 
Cosman, general agent Lincoln National, 
Billings, vice-president, and Don Cris- 
well, Paul Revere Life, Missoula, sec- 
retary-treasurer. The 1953 convention 
will be held in Missoula. There were 
about 100 delegates present and a larger 
number of agents at the sales congress. 


Lafayette, Ind.—Sidney Lanier, Jr., 
Penn Mutual Life, was elected president; 
Robert K. Garrett, vice-president, and 
Donald Speer, Union Central Life, sec- 
retary-treasurer. 

District of Columbia—Grant Taggart, 
California-Western States Life, Cowley, 
Wyo.; John Marsh, Lincoln National Life; 
Leopold V. Freudberg, Massachusetts 
Mutual Life, and H. Cochran Fisher, 
Aetna Life, will cover “37 Years with 
Dotted Lines” in a panel discussion at 
the June 11 meeting. 

Pittsburgh—Hunter A. McGeary, Mu- 
tual Benefit Life, will tell how frequent 
sales increase agent enthusiasm, June 10, 
at Union town. Carlyle P. Ruhl, district 
manager Prudential, McKeesport, will 
discuss “Dollars that Count”, June 11, 
Washington. 

Cinecinnati—The annual summer out- 
ing will be held at Stricker’s Grove, 
Wyoming, O., on June 6. Following base- 
ball and cards, a buffet dinner will be 
served. 

Elkhart, Ind.—A panel discussion was 
staged by members of the L.U.T.C. class 
from South Bend at a meeting of the 
Elkhart County association. 

St. Louis—Charles E. Cleeton, presi- 
dent of N.A.L.U., appealed for financial 
support for the proposed national head- 
quarters of N.A.L.U. and followed this 
with his sales talk, “The Ten Com- 
mandments” 

Ellenwood, Kan.—Frank H. Templeton, 
Northwestern Mutual, Great Bend, has 
been elected president of the Central 
association, succeeding Grant Hoener, 
New York Life. Howard H. Nelson, 
Mutual Life, Great Bend, is vice-presi- 
dent. 

Manhattan, Kan.—Jack Ellis, Capitol 
Life, has been elected president, suc- 
ceeding E. C. Booth; George H. Roots, 
Mutual Life, 1st vice-president; L. G. 
Langvardt, National Life, 2nd_ vice- 
president; Paul A. Dodder, Prudential, 
secretary; E. C. Booth, Prudential, state 
committeeman; R. O. Donham, American 
United, national committeeman. 

Southeast Kansas — Albert L. Shank, 
New York Life, Liberal, a former chair- 
man of the Leading Producers Round 
Table, has been elected president to suc- 
ceed Russell C. Hunter, Bankers of 
Iowa. Edwin Henry, Victory Life, Dodge 
City, and James O. Kershner, General 
American, Garden City, were named 
vice-presidents; Orvin Pennington, Pru- 
dential, Liberal, secretary; Justin G. 
Fortune, Kansas City Life, Garden City, 
national committeeman. 

Buffalo—Quality awards will be pre- 
sented at the June 5 luncheon closing 
the year. 

St. Joseph, Mo.—The following officers 
were elected: Harold Benitz, Pruden- 








tial, president; Warren Pryor, New Yor, 
Life, 1st vice-president; Virgil Gaines 
Metropolitan, 2nd vice-president; Wep. 
dell Brown, Equitable Society, secretary. 
treasurer. j 

Greensboro, N. C.—W. B. McGlamery 
has been elected president, succeeding 
George G. Stone. J. MacKenzie Tabb jg 
first vice-president; P. B. Magruder, gece. 
ond vice-president; James B. Siske, see. 
retary, and L. C. Abels, treasurer. 

Charlotte, N. C.—Archie B. Carroll hag 
been elected president, succeeding Alex 
R. Josephs, Richard Gordon is vice-presgj- 
dent and John B. Bland, secretary, 

Oklahoma—The annual meeting wi} 
be held June 26 following the meeting 
of the Oklahoma City association, 
Charles E. Cleeton, president of the Ng. 
tional association, who is scheduled as 
key speaker, will be honored at a break. 
fast. 

Ardmore, Okla.—Larry Dowd, Pacific 
Mutual, is president of a newly organ. 
ized association. Hack Overturf, Union 
Life, is vice-president and George Hollo. 
way, Mutual Life, secretary. Russel] 
Daikes spoke on social security. 

Stillwater, Okla.—C. R. Millard, New 
York Life, has been elected president; 
H. A. Graham, Mid-Continent Life, vice. 
president; Paul Newkirk, Prudential, 
secretary; Leonard G. Herron, Massa. 
chusetts Mutual, national committee. 
man, 

Marinette, Wis.—The Northern Wis. 
consin and Upper Michigan association 
at a meeting here elected Howard F, 
Bigger, president; Roy Nygren, vice. 
president; Richard Lundgren, secretary; 
Nelson Hartberg, national committee. 
man. 

Nashville—E. L. Connell, Travelers, 
has been elected president, succeeding 
E. L. Binkley, Jr.; W. A. Alexander, Na- 
tional Life & Accident, vice-president; 
E. A. Sellers, Jefferson Standard, secre. 
tary. 

Charles E. Cleeton, N.A.L.U. president, 
was the speaker. Plans were announced 
for the association’s annual picnic June 
27. 

Memphis—‘“If a depression’ should 
come as an aftermath of the period of 
inflationary economy life insurance pol- 
icies, which keep their principal con- 
stant, will be of even greater value as 
the basis for loans,” M. Albert Linton, 
president of Provident Mutual Life, de- 
clared. Speaking in a political vein, Mr, 
Linton concluded: “The solution to our 
current deplorable condition due to wage 
and price spirals, strikes, ete., is to 
elect the right people in November. Who 
they are is another question.” 

Elmira, N. ¥.—Arthur S. Carruthers, 
assistant trust officer of Lincoln Roch- 
ester Trust Co., Rochester, spoke on 
“Stock Selling Schemes.” 

Seranton, Pa. Ernest D. Preate, at- 
torney, spoke on “Wills As They Pertain 
to Life Insurance Contracts.” 

Port Huron, Mich. Wilfred Schu- 
macher, Connecticut Mutual, has been 
elected president. Vice-president is Carl 
B. Bauslaugh, Manufacturers Life; sec- 
retary, Lewis N. Smiley, New York Life, 
and treasurer, Darrell Flynn, United 
Life & Accident. Byron C. Johnson was 
named national committeeman. 

Goodland, Kan.—The Plainsmen asso- 
ciation elected W. E. Meckenstock, Penn 
Mutual, Oberlin, president, succeeding 
J. W. Whitney, Kansas Farm Life, Nor- 
ton. Lloyd Heiny, Security Life & Ac- 
cident, Goodland, was named vice-presi- 
dent and V. Boyd Bainter, Kansas Farm 
Life, Oberlin, secretary. Mrs. Whitney be- 
comes state committeeman and Bernice 
Fort, Colby, Franklin Life, national 
committeeman. The next meeting will 
be held June 7 at Colby. 

Ellenwood, Kan.— John K. Rickard, 
Hutchinson, top producer for North- 
western National in 1951, told the Cen- 
tral Kansas association what he likes 
about life insurance. Four things he 
does which he said help him in writing 
his record volume are: (1) Be _ spe- 
cifically prepared for each interview; 
(2) specialize in satisfying a _ specific 
need for life insurance; (3) set a goal 
for production, and (4) give service 
after the policy is issued. 























St. Louis C.L.U. Elects 


J. D. Soper, manager of Sun Life of 
Canada, has been elected president of 
the St. Louis C.L.U. chapter. He suc- 
ceeds Richard C. Budlong, editor ot 
“Life Insurance Selling.” 

Richard T. Stith, New England Mu- 
tual, is vice-president, and Victor Koch, 
Massachusetts Mutual, secretary. 
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AMONG COMPANY MEN 





Morrison, Loadman, 
Cannon Move Ahead 


Great-West Life has advanced J. E. 
Morrison, underwriting executive, to as- 
sistant general manager and actuary to 
succeed F. D. MacCharles, who has re- 
tired. The company has also appointed 
A. E. Loadman and L. A. Cannon asso- 
ciate actuaries. 

Mr. Morrison joined the actuarial de- 
partment in 1932 and became assistant 
actuary in 1943. In 1947, he transferred 
to the underwriting department as as- 
sistant underwriting executive, and the 
same year, became underwriting execu- 


ve. 

Mr. Loadman and Mr. Cannon also 
went with the company in 1932. Mr. 
Loadman was made supervisor of con- 
servation in 1934, and assistant actuary 
in 1936. Mr. Cannon has been assistant 
actuary since 1939, 


Northwestern Mutual Names 
Laflin Jones to New Post 
as Executive Assistant 


Laflin C. Jones will assume the new- 
ly created position of executive assistant 
of Northwestern 
Mutual Life June 1. 
He will assist Vice- 
president Robert E. 
Dineen in  coordi- 
nating the work of 
the various depart- 
ments and in major 
studies of company 
operations. He will 
continue research 
projects and edito- 
rial work which he 
has been handling 
as director of in- 
surance service re- 
search since early in 





Laflin C. Jones 


1951. 

A graduate of Dartmouth, Mr. Jones 
joined the agency department of the com- 
pany in 1929. While in charge of edu- 
cational activities. he had a large share 
in writing the company’s educational 
courses. He is a C.L.U. and has in- 
structed life insurance groups and classes 
at business schools. He was formerly 
editor of the Pillar, home office maga- 
zine, and Field Notes, agent publica- 
tion. In 1941 he was appointed assistant 
director of agencies. He was in the 
navy 1943-5. His life insurance plays and 
skits have been presented at company 
meetings as well as national conventions 
of Life Associations. 





Wood Joins Great Western 


C. E. Wood, who served 16 years with 
Great American Life and Franklin Life 
in the combination agency department, 
has been appointed agency director of 
Great Western Life of San Antonio. 





Hamor Goes to Continental 


Continental Assurance has appointed 
Robert B. Hamor superintendent of 
agencies in charge 
of field service. Mr. 
Hamor has been 
assistant manager 
of Connecticut 
General at Chicago. 
He has been with 
that company since 
1936, becoming as- 
sistant branch 
manager at Buffalo 
in 1939. In 1946 he 
transferred to Chi- 
cago. He has been 
responsible for re- 
cruiting and train- 
ing at the Chicayo 
branch. Mr. Hamor is a graduate of 


Robert B. Hamor 


| Temple University and was for a time 
‘a*newspaper reporter. 





Ling Takes Post with 
American Bankers Credit 


American Bankers Credit Life has 
named George S. Ling executive vice- 
president and actu- 
ary. Since 1946, 
Mr. Ling has been 
actuary Woodmen 
of the World Life, 
He was _ formerly 
actuary of Royal 
Neighbors, 1940-46. 
Before that, he was 
with the actuarial 
department of Lin- 
coln National Life 
for 10 years. He 
started with the 
Canadian insurance 
department at 
Ottawa. 

Mr. Ling is secretary-treasurer Insur- 
ance Institute of Nebraska, past presi- 
dent Fraternal Actuarial Assn., and for- 
mer chairman of the blanks committee, 
of National Fraternal Congress. ' 

American Bankers Credit Life will 
open an ordinary department before the 
first of next year. 





Ling 


George S. 





Girard Designates Gilbert 


Executive Vice-President 
S. J. Gilbert has joined Girard Life 


of Dallas as ex- 
ecutive vice - presi- 
dent. Mr. Gilbert 


resigned recently as 


vice - president of 
Reserve Life of 
Dallas. He entered 


the business in 1932 
as an agent for 
Aetna Life in St. 
Paul. He went with 
Reliance Life as 
district manager 
and was with that 
company until 1943 
when he became 
field supervisor for 
Continental Assurance in Minnesota. He 
went to Dallas three years ago to super- 
vise agencies for Reserve. 





S. J. Gilbert 


Great-West Appoints Hansen 
to Head Group Operations 


Great-West Life has promoted Stefan 
Hansen, group actuary since 1948, to 
director of the 
group department. 
Mr. Hansen joined 
the actuarial de- 
partment in 1945, 
and became group 
secretary the fol- 
lowing year. He is 
a graduate of Uni- 
versity of Mani- 
toba, and widely 
known as a speaker 
on group and pen- 
sion plans. 

His appointment 
reflects the growth 
of company group 
business which currently exceeds $500 
million in force, more than orie-quarter 
of total business in force. 








Stefan Hansen 





Southland Ups Otto, Caudle 


Southland Life has appointed Herman 
E. Otto assistant secretary for the new 
methods and planning unit, and Sam H. 
Caudle manager of premium accounts. 
Mr. Otto has been with the company 
since 1922, Mr. ‘Caudle since 1928. 








Managers Doing Poor Job 


San Antonio managers heard H. C. 
Christopher, vice-president and agency 
director of American Hospital & Life, 
discuss “Management Trends.” He said 
managers have done a poor job since 
agency building is a constant problem. 
He declared that the biggest job of the 
manager is building men. He asked 
that managers treat men brought into 
the agency as the manager would wish 
to be treated. 

He regards recruiting part-time men 
as not only unprofitable but unwise. 
He said recruits must be acceptable to 
the members of the agency and that they 
should be men who need to work. 





N. Jj. Annual Meeting June 2 

The annual meeting of New Jersey 
State Assn. of Life Underwriters will 
be held at Plainfield, June 2. Officers 


will be elected and plans will be made 
for participation in the annual meeting 
of N.A.L.U. at Atlantic City Sept. 8-13. 





Rust Succeeds Speicher 
as R & R President 


Hilbert Rust has been named to suc- 
ceed the late Paul Speicher as president 
of Insurance Research and Review. Mr. 
Rust joined R. & R. in 1938 as associate 
editor, became vice-president in 1942 
and was elected vice-president and 
general manager last year. 

He entered life insurance in 1932 at 
Indianapolis and was later a supervisor 
there. He is a past president of the In- 
dianapolis Life Underwriters Assn., the 
Indianapolis C.L.U., and the author of 
many life insurance sales manuals and 
text books. 

Alden C. Palmer has been elected 
chairman of R. & R. He joined the com- 
pany in 1919, went into the field in 1927, 
and returned to R. & R. in 1936 to head 
the educational department. He was 
elected vice-president in 1942. 

He is the author of many widely used 
life insurance texts and was the first di- 
rector of the Purdue course. 





Package Sale C.L.U. Topic 


“Profit from the Package Sale” was 
the topic of a panel discussion at a 
meeting of the Los Angeles C.L.U. 
chapter. 

Dan Flynn, Penn Mutual, speaking on 
sound underwriting, said any basis for 
selling is better than no basis. He em- 
phasized that what the prospect thinks 
and not what the agent thinks is im- 
portant. He held that direct mail can 
be worked out and sales made in one 
to five letters, but if direct mail is used, 
“don’t get things all mixed up,” he said. 

Frank Nathan, New York Life, spoke 
mainly in regard to keymen insurance 
and Marxin Sherman; Equitable Society, 
presented “grandfather and grandchild” 
viewpoint, outlining what he considers 
the best plan for the grandfather to pro- 
vide gifts for the grandchild. 





Salinger & Wayne general agency 
for Mutual Benefit Life, New York 
City, has appointed John W. Judd su- 
pervisor for the agency’s new district 
office at Baldwin, L. I 








Claris Adams, Pres. 





Health & Accident 

An Unusually Complete Line of Juvenile Policies 
Substantial Ist Year Commissions 

Up to 9 Years Vested Renewal Commissions 
Lifetime Compensation 

Production Bonuses 

Liberal Disability Income 

Substandard Service 


Quick Sale Packages Plus The Famous ‘‘Insured 
Savings'’ Plan 





Frank L. Barnes, Ist V.P. 
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All Expense Conventions, 
Cash Persistency Bonus, 


App-A-Week Prizes, 


Challenging Production 


Clubs. 
Extra recognition for 
current production 
accomplishments. 
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LIFE AGENCY CHANGES 





Equitable Assigns 
Three Managers 


Equitable Society has named Law- 
rence M. Sanders manager at San An- 
tonio, Hugh Middlebrooks manager at 
Houston, and Talton R. Clark manager 
at Beaumont. 

Mr. Sanders has been manager at 
Beaumont and fills the place vacated by 
William R. Lyman who is transferred 
to the Van Winkle agency at Los An- 
geles as assistant manager. He has held 
the Beaumont post since 1947. 

Mr. Middlebrooks succeeds Wilbert 
O. Catterton, who returns to personal 
production. Mr. Middlebrooks has been 
with the company since 1937 and has 
been district manager at Tallahassee, 
Fla., since 1943. 

Mr. Clark joined the company at 
Peoria in 1944 and became assistant 
manager there in 1946, 


Four Managerial Posts Are 
Filled by Occidental, Cal. 


Four managerial appointments have 
been made by Occidental Life of Cali- 
fornia. 

Christian Leivestad, new assistant 
brokerage manager at Seattle, has 24 
years’ insurance experience. He for- 
merly was with New York Life as 
supervisor at Seattle. He is an army 
veteran. 

Samuel W.. Johnston, appointed as- 
sistant manager at Oakland, entered 
insurance with New York Life in 1946. 

Lynn V. Halstead, new assistant 
brokerage manager at Dallas, has been 
in life insurance since 1946, and with 
Occidental since .1949. He is a veteran 
of the last war and a graduate of the 
Southern Methodist course. 
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Figure you have 
“Served your Apprenticeship”? 


lf you are a good producer we have 
@ most unusual proposition for you 
with an up-and-coming company 
in small and medium-size cities in 
Indiana, Ohio, lowa, Kentucky, 
Missouri, Arkansas and Mississippi. 





A Complete Line of: 


LIFE 

Accident 
Sickness 
Hospitalization 











All replies confidential. Write to: 


J. DeWITT MILLS, 
Superintendent of Agents 


Gene McMurchy, formerly with 
Metropolitan Life, has become a second 
assistant manager at Fresno. He en- 
tered life insurance in 1950. He is an 
air force veteran. 


Travelers Appoints 
Twenty to New Posts 


Travelers has promoted Glen Allen, 
field supervisor at Oklahoma City, to 
assistant branch manager at Tulsa, and 
Charles A. Strader, field supervisor at 
Pittsburgh, to assistant manager there. 
The company has also advanced Reeves 
A. Lukens to group supervisor at Co- 
lumbia, S. C., and Acker E. Young to 
group supervisor at Indianapolis. 

Gilbert M. Sawyer, Jr., group super- 
visor at Philadelphia, has been trans- 
ferred to South Bend, Ind., and R. N. 
Hogue, field supervisor at Dallas, has 
moved to Fort Worth. 

The following group supervisors have 
been named: Carolus G. Anderson, Min- 
neapolis; John R. Shay, ‘Cleveland; 
John A. Ross, Jr., Hartford; ‘Richard 
H. Lucas, Philadelphia; Gordon B. 
Thorn, Cincinnati; Carl J. Van Heuit, 
San Francisco. 

Field supervisors appointed include 
Charles E. Earley, Lubbock, Tex.; Ed- 
ward V. Brewer, Jr., Oakland, Cal.; 
Jack Walls, Wilmington, Del.; Stephen 
M. Chase, Boston; Joel W. Griffith, 
Oklahoma City, and William E. Everitt, 
Jr., Jacksonville, Fla. 

Rayford L. Bolin has been named 
service representative at Dallas, and 
Edgerly E. Watts is the new service 
representative at Des Moines. 





Manhattan Names Joseph 
Binghamton General Agent 


Manhattan Life 
has named George 
W. Joseph general 
agent at Bingham- 
ton, N. Y. He en- 
tered the business 
there with Pruden- 
tial in 1940, after 
five years as a 
salesman. Mr. Jos- 
eph is an army vet- 
eran. 





George W. Joseph 





Occidental, Cal., Appoints 
McKee, Glover in Oregon 


Occidental Life of California has ap- 
pointed two new general agents in Ore- 
gon, H. F. McKee at The Dalles, and 
Dayton E. Glover at Prineville. 

Mr. McKee, who joined Occidental 
in 1946, is a navy veteran. Mr. Glover 
has been with Occidental for 16 years, 
starting at Yakima, Wash. He also is a 
veteran of the last war. 


N. Y. Life Dallas Additions 


New York Life has transferred Mich- 
ael Parker, group representative at At- 
lanta, to Dallas, and named Robert P. 
Allen group representative there also. 
Mr. Allen was formerly with Prudential. 
He has been in the business since 1947. 








Hollingshead Appointed 


New York Life thas appointed A. E. 


Hillingshead manager for the reopened 
district offices at Cedar Rapids, Ia. Mr. 
Hollingshead 
manager at Des Moines. He is a gradu- 
ate of Drake University. 


was formerly assistant 








MUTUAL SAVINGS 
INEWUMNCE 


tion Life; United Home Life; Interna- 
tional Life. Institute membership now 
totals 218. 








LIFE MANAGERS 





Nebraska Managers Elect 


Nebraska managers, meeting at Lin- 
coln, elected Ernest M. Gray, Jr., Oc- 
cidental Life of California, president; 
Charles L. Doane, Mutual Benefit Life, 
1st vice-president; J. Packey Lynch, 
Northwestern National Life, 2nd vice- 
president, and Wesley A. Jones, John 
Hancock, secretary-treasurer. All are 
of Omaha. 


Okla. City Managers Elect 


New officers elected by Oklahoma 
City General Agents Managers Club are: 
Stewart E. Meyers, Great Southern, 
president; Malcolm White, Pacific Mu- 
tual, vice-president; Phil Noah, Amer- 
ican National, secretary. 

Edwin Burch, attorney, spoke on pen- 
sion trusts. 





Now Dayton Conference 


Dayton General Agents & Managers 
Assn. has changed its name to the Day- 
ton General Agents & Managers Con- 
ference of Dayton Assn. of Life Under- 
writers. This is believed to be the first 
association in the country to follow the 
N.A.L.U. pattern. 





Montana Chooses Preston 


The Montana General Agents & Man- 
agers Assn. meeting at Butte elected 
William G. Preston, Northwestern Na- 
tional Life, president; George N. Wright, 
Jr., Northern Life of Seattle, vice-presi- 
dent; Roy O. Waller, Western Life, 
Kalispell, secretary-treasurer. 





Seattle Managers Plan Outing 


Seattle managers heard Thomas W. 
Paul, executive vice-president Pacific 
National Bank, discuss government fis- 
cal policy and its implications at the 
May meeting. The annual “Hi Jinx” 
golf outing, cocktail party and dinner 
has been set for June 6. William Peter- 
son, Provident Mutual Life, will be in 
charge of arrangements. 





W. Ray Hutch, Aetna Life, discussed 
the financing of agents at a meeting of 
Buffalo managers. 


CATFS MFFTS 


Hold Woodmen Wis. Meet 


Ninety district managers and agents, 
with their wives, attended a state meet- 
ing of Woodmen Accident and Wood- 
men Central Assurance at Green Bay, 
Wis. The home office was represented 
by E. J. Faulkner, president, and C. W. 
Faulkner, superintendent of agencies. 


End Bankers of Iowa School 


Producers from 11 agencies of Bank- 
ers Life of Iowa recently completed the 
second in a series of three senior sales 
schools under Roy A. Frowick, training 
director. 

















Capitol Life Regional 


A regional meeting of Capitol Life of 
Denver agents will be held at Seattle 
July 13-15. Maurice E. Smead, superin- 
tendent of agencies for the Pacific north- 
west, will act as general chairman. 
President Clarence J. Daly and Thomas 
F. Daly, II, vice-president and director 


of agencies will be present from the 
home office. 








Boost Institute Membership 


The following companies’ have re- 


Enrollment has been limited to 40 


for the first Ohio advanced life under- 


cently joined Institute of Home Office writing seminar which will take place 


Conn. Mutual Raises 
Single Premium Limits 


Connecticut Mutual Life has increaseg 
the limits on maximum amounts ag. 
ceptable under single premium policies 
and annuities. 

The company will accept a maximum 
of $150,000 single premium on life polj. 
cies. On all single premium endow. 
ments, the company will accept a maxj- 
mum of $100,000 single premium. Qp 
single premium life annuities (imme. 
diate or deferred) the maximum on one 
life will be an annuity of $1,000 per 
month. 

The maximum annual premium limit 
on retirement annuities has been jn. 
creased from $7,500 to $10,000, subject 
to the limit that the annuity must not 
be over $1,000 per month. 

Instead of the present limits on lives 
connected by close family or business 
relationships, each case will be con- 
sidered on its merits and the company 
may then be able to apply larger limits 
than those now in effect. 


Young Prudential Artists 


There were 17 children or young rela. 
tives of home office employes of Pru- 
dential who won cash prizes and cer- 
tificates of honorable mention in the 
junior art contest sponsored by the 
company. The contest was conducted 
by the Prudential employe magazine, 
Home Office News, in three age classes, 


WANT ADS 


Rates $13 per inch per insertion— | Inch mini. 
mum. Limit—40 words per inch. Deadline Tues- 
day morning in Chicago office — 175 W. Jack- 
son Bivd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 




















WANTED 


Assistant Cashier and 
Bookkeeper 


To take charge of rapidly expanding premium 
collections, reports, employee tax returns, two 
sets of books (double entry), statistical stud- 
ies, cost analysis, etc. Work and live in beau- 
tiful surroundings in small town one hour from 
New York. Opportunity for advancement for 
one interested in learning more about the li 

insurance business through study of L.O.M.A. 
with expenses paid. Accuracy with figures, abil- 
ity to compose and efficiently type one's own 
letters essential. Starting salary from $50 to $75 
per week depending upon ability and experi- 
ence. Replies held confidential. Reply to: John 
Kellam, C.L.U., General Agent, National Life 
Insurance Company, Box 488, New Canaan, 
Connecticut. 








Assistant Medical Director 


Large Southern California Life Company 
wants assistant medical director, age 30 
to 40 preferred. Prior experience desir- 
able, including electro-cardiography and 
x-ray. Address letter outlining personal 


history, education, experience, present 
salary and family status to 
Box L-44 


The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Ill, 
Our staff knows of this ad. 








WANTED 
Manager for Home Office 


Accident & Health 
Department 


for a Southwest Life Insurance Company. Here's 
a real opportunity. This is a new department 
and need an experienced man in Accident 
and Health to design policies and sales ma- 
terial. Write us about yourself. Your inquiry 
will be kept confidential. Address L-63, The 
National Underwriter, 175 West Jackson Blvd., 
Chicago 4, Illinois. 








812 Olive St. — Arcade Bldg. St. Louis 1, Mo. 





Underwriters: Guaranty Savings Life; 








Armed Forces Mutual Life; Constitu- 


on the campus of Ohio State Univer- 
sity June 9-13. 


WANTED: 
SALES PROMOTION MANAGER: 


To take full charge of an established Sales Promo- 
tion Department of a 50 year old, rapidly expand- 
ing, billion dollar Life and A & H company. A 

ckground in both Life and A & H_ highly 
desirable but not imperative. Sales experience hele. 
ful. Address L-75, The National Underwriter, 1 
W. Jackson Bivd., Chicago 4, Illinois. 
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First Experience with New Statement 





Blank Shows Up Good Points, Few Flaws 


NEW YORK — Perhaps the most 
important thing about the new life com- 
pany annual statement blank, from the 
companies’ standpoint, is that it does 
not require any changes in the basic ac- 
counting system of any company, said 
William Chodorcoff, 2nd vice-president 
and associate comptroller of Prudential, 
at the meeting of the junior branch of 
the Actuaries Club of New York. 

Most companies, said Mr. Chodorcoff, 
had to review their existing expense 
account Classifications and make provi- 
sion for reporting some of them differ- 
ently. Some companies may have had 
to do a little more work in allocating 
yarious expenses and taxes to insurance 
and investment functions, but perhaps 
they should have been doing this any- 
way for federal income tax purposes, if 
not for statement purposes. 


Requires Little Added Data 


“The new statement requires very 
little additional information and what 
jt does require is either already avail- 
able or can be obtained quite easily,” he 
said. “It is essentially a rearrangement 
of information now being furnished, 
supplemented by supporting schedules 
or working papers, some of which we 
hope will be eliminated after the transi- 
tion period.” 

Mr. Chodorcoff opined that another 
10 years of work might produce a better 
statement blank but he doubted that 
even so it would satisfy all the com- 
panies and all the supervisory authori- 
ties. Nevertheless, he believes experi- 
ence will point the way to further im- 
provements which will be achieved by 
cooperation of the companies and super- 
visory authorities. 

However, against this optimistic view 
he cited the action taken by the N.A.I.C. 
blanks committee earlier this month in 
rejecting suggestions by the L.I.A.- 
A.L.C. joint blanks committee for the 
adoption of an improved presentation of 
the premium exhibit and the combining 
of the columns for disability payments 
and waiver of premiums in the claim ex- 
hibit. At the same time, he expressed 
the hope that if the joint committee per- 
sists it will succeed in having these 
recommendations adopted before too 
many years go by. 


Some Problems Non-recurring 


Mr. Chodorcoff said that in consider- 
ing the problems which arose in pre- 
paring the 1951 statement, it should be 
remembered that some of them are non- 
recurring. For example, the work re- 
quired in reviewing account classifica- 
tions to determine and make the neces- 
sary reclassifications. This applied not 
only to 1951 disbursements but to the 
liabilities at the beginning of the year. 
Another example is the establishment 
of the philosophy or basis for determin- 
ing realized or unrealized capital gains 
and losses. 

Types of additional work that will oc- 
cur each year include that required in 
allocating expenses to insurance and in- 
vestment functions; furnishing the foot- 
note information for the expense exhibit, 
determining uncollected, deferred and 
advance premiums for ordinary disabil- 
ity and additional accidental death ben- 
efits; and determining how much of the 
disability claim liability represents pay- 
ments made and how much premiums 
waived. 


CAPITAL GAINS 








_While the account classification re- 
view was perhaps the most time-con- 
suming, the problem of realized and un- 
realized capital gains and losses was the 
most troublesome and confusing. The 
joint L.I.A.-A.L.C. committee devoted a 
great deal of time to considering the 
Proper statement treatment for capital 
gains and losses but could reach no 
agreement. 


Accordingly, they reported a_ basis 
for reporting this item which would per- 
mit each company to treat it in a man- 
ner consistent with its method of ac- 
counting. The terms “realized” and “un- 
realized” did not appear in any of the 
statement forms proposed by the joint 
committee. These terms were included 
by the N.A.I.C. blanks committee and 
since no instructions were furnished 
“we can only assume that any reason- 
able interpretation will be acceptable,” 
said Mr. Chodorcoff. 


A Generally Practical Procedure 


A generally practical procedure, he 
said, would be to consider, that realized 
gains or losses arise only in respect 
of asset dispositions during the current 
year and that the amount of realized 
gain or loss is properly reflected as the 
difference between the asset value at the 
beginning of the year, adjusted for the 
current year’s amortization or deprecia- 
tion, and the net amount received at 
date of disposition. 

Any gains or losses resulting from the 
market value adjustment of assets held 
at the end of the year or changes in 
investment contingency reserves, would 
be treated as unrealized gains or losses. 
This is essentially the basis Prudential 
used. An examination of the annual 
statements of 14 other large companies 
indicated that there were four different 
treatments, with about half the com- 
panies merely taking the realized gains 
as the net profit on sale, that is, the 
difference between columns two and 
four of exhibit four. 

This, however, does not necessarily 
mean consistent treatment, as one com- 
pany may carry its book values at cost 
or amortized cost while another may 
adjust the book value of non-amortiz- 
able securities to market value. 

The new annual statement has some 
tangible disadvantages in the form of 
additional work but Mr. Chodorcoff be- 
lieves that these are more than offset 
by the advantages. One of these is that 
the accrual form used in the new an- 
nual statement conforms more closely to 
the statements used by other types of 
corporations, which should make for 
better understanding and less criticism 
by those not familiar with the com- 
plexities of life insurance accounting. 
Also, it will serve as a base or starting 
point from which further improvements 
can more readily be made in the future. 
While the advantages today are not so 
apparent as the disadvantages, Mr. Cho- 
dorcoff believes that as time goes on 
they will become more and more ap- 
parent. 





Monumental Will Increase 
Capital to $5. Million 


Stockholders of Monumental Life of 
Baltimore will act on July 17 on a rec- 
ommendation of the board that the char- 
ter be amended to increase capital stock 
from $4 million to $5 million. The board 
will declare at that time a regular semi- 
annual cash dividend of 60 cents a share 
and an extra dividend of 15 cents a share 
on the stock now outstanding to stock- 
holders of record July 21. If the amend- 
ment to increase the authorized capital 
stock is approved, the board will declare 
a stock dividend equal to 25% of the 
capital stock outstanding, payable by 
Aug. 14 by issuance of the additional 
stock. Following issuance of this addi- 
tional stock, it is the intention of the 
board to declare future cash dividends 
on a quarterly rather than a semi-annual 
basis, beginning next October. The Oc- 
tober dividend is expected to be at the 
rate of 35 cents a share. 


Robert Nester, with Northwestern 
Mutual Life at Enid, Okla., since 1902, 
will be honored in a 50th anniversary 
sales drive through May and June, 
sponsored by the Irwin agency, Okla- 
homa City. 





COMPANIES 


Peerless Casualty Buys 


Control of United L. & A. 


CONCORD, N. H.—Peerless Casu- 
alty of Keene has acquired a controlling 
majority of common stock of United Life 
& Accident. The home office of the 
company will remain here. 


United Makes Miss. Deal 


United of Chicago has_ reinsured 
North American of Jackson, Miss., which 
was a weekly premium company with a 
debit of about $12,000. It operated only 
in Mississippi. John G. Hand was presi- 
dent and R. E. J. Day, secretary. 

United has become licensed in Mis- 
sissippi and Tennessee. 


Penn Mutual Reaches 105 


Penn Mutual Life recently marked 
its 105th year. Since 1847, the company 
has paid more than $1,985,000,000 in 
benefits, more than half to living policy- 
owners. Currently, the company is 
mailing 27,000 income checks per month. 














Lincoln National Life has contributed 
$100,000 to the Lutheran and Parkview 
Hospital Fund at Fort Wayne, Ind. 





Columbian Protective, Binghamton, 
N. Y., has withdrawn from New Jersey. 








Dallas Association Elects 
Hufstetler, McClung, Bailey 


Dallas Assn. of Life Underwriters has 
elected P. H. Hufstetler, manager Great 
Southern Life, president. Other officers 
elected were Elliott McClung, South- 
western Life, 1st vice-president; J. E. 
Bailey, American National, 2nd _vice- 
president; Mary B. Gowdey, United Fi- 
delity Life, secretary, and W. P. Whaley, 
Aetna Life, treasurer. 


U. S. Life Agents 
Hear of New Plans 


At the United States Life 1952 agency 
meeting a Pocono Manor, Pa. an-' 
nouncement was made of new sales 
plans and a new group plan for field 
men. 

Richard Rhodebeck, president, deliv- 
ered the keynote address on “U. S. Life 
in 1952.” Plans for the 1953 agency 
meeting in Williamsburg, Va. were made . 
known. R. W. Staton, superintendent 
of agencies, presided. 

One full business session with Eman- 
uel Dash, New York City, as chairman, 
featured addresses by Nicholas V. Paone, 
Buffalo; J. Stanley Husid, Trenton; 
Samuel R. Kristt, Syracuse; Takao Ya- 
mauchi, Hawaii; and Julius Katz, New 
York. 

Home office personnel addressing the 
group were Saul Lesser, attorney; Jason 
E. Stoughton, director of group sales 
and service; Edmond F. Karam, and 
Robert L. Bergstresser, actuary. <A 
panel discussion on underwriting ques- 
tions was moderated by John E. Shee- 
han, assistant secretary. E. J. Moor- 
head, executive vice-president, delivered 
the closing summary. 

Guest speaker, Glenn W. Isgrig, man- 
ager at Cincinnati for Reliance Life, 
demonstrated the value of dramatic sales 
presentation in selling retirement in- 
come insurance. 


Detroiters Elect Luckhurst 


Laura E. Luckhurst, Canada Life, 
was elected president women’s group, 
Detroit Assn. of Life Underwriters. 
Others elected were M. Patricia Ryan, 
Equitable Society, 1st vice-president; 
Helen V. McCoy, State Mutual Life, 
2nd_ vice-president; Lois W. Nelson, 
Lincoln National Life, secretary, and 
Edna M. Krause, Continental Assur- 
ance, treasurer. 





coverages. 


needed. 


H. R. KENDALL, Chairman 











“YLL TAKE IT” 


The prospect has the last word. Very often it is, “I'll take it,” when 
Washington National representatives mention any one of three unusual 


1. Non-can hospital (guaranteed renewable to Age 65) is something 
that sells, because people like the idea. It’s a natural. 


2. Non-can. Monthly income (accident and sickness) with no house 
confinement required, is responsible for large volume production. 


3. Single-premium vision impairment annuity (monthly income for 
life when 90% of vision is lost) is a Washington National EXCLUSIVE 
which many persons buy who thought they had all the insurance they 


Washington National is a multiple-line personal protection company, 
writing life, accident, health, hospitalization, franchise and group. Com- 
plete details about our unusual coverages (as well as the standard line) 
will be given to qualified persons who are at liberty to inquire. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


Evanston, Illinois 


G. P. KENDALL, Secretary 


R. J. WETTERLUND, President 
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Estate Planners Often Bungle 


Intent of Their 


ST. LOUIS—“What was the client’s 
intent?” Failure to find out and imple- 
ment what the client wanted is respon- 
sible for many needless errors and bun- 
gled jobs of estate planning, according 
to Solomon Huber, general agent for 
Mutual Benefit Life in New York City, 
who addressed the Life Insurance & 
Trust Council of St. Louis. 

In one typical case, the beneficiary 
pattern in the life insurance called for 
payments to the children as contingent 
beneficiaries on a per capita basis, that is, 
with only the surviving children sharing 
in the proceeds. However, the will and 
trust provisions called for payment on 
a per stirpes basis, with any deceased 
child’s share going to his own children. 

There is no reason why such a differ- 


Can YOU Sell 
INVESTMENT 
INSURANCE? 


lf Yes—We have the plan! 


lf No—We have the plan and 
the sales program that 
will teach you to sell 
top commission invest- 
ment insurance. 


Write Ken Cring, Vice-Presi- 
dent and Superintendent of 
Agencies about our agency 
openings. 


PACIFIC NATIONAL 
LIFE ASSURANCE CO. 


Salt Lake City, Utah 
Ray H. Peterson, President 
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Clients 


ence in treatment should not be permit- 
ted, but Mr. Huber indicated that the ex- 
istence of such an inconsistency without 
some clear reason for it, should be a 
warning signal to any estate planner to 
find out what the client’s real intent was. 
Usually it would be found to be merely 
an oversight. 


Annual Payment Hardships 


Some of the insured’s policies pro- 
vided for annual payments of income. 
The insurance was for quite a substan- 
tial amount. On the other hand, the 
trust, which was quite small, stipulated 
monthly installments without with- 
drawal privilages. This of course meant 
that if the monthly income from the 
trust were insufficient for current ex- 
penses there would be no way to invade 
the corpus and the family might be in 
straitened circumstances until the next 
annual payment from the life insurance. 
Here, again, such an inconsistent ar- 
rangement might conceivably be in- 
tended by the client but the chances are 
that it was not. 

In another case, the bulk of the life 
insurance provided an annuity option 
with 60 payments certain and life there- 
after, the monthly income being $2.93 
per $1,000 of proceeds for a woman 30 
years old. The agent evidently wanted 
his client’s wife to receive the highest 
possible income. But this option would 
result in a minimum guarantee of less 
than $180 for every $1,000 of insurance 
if the woman died during the five-year 
period. By sacrificing a few pennies of 
monthly income, the client could have 
elected an annuity under the cash refund 
option or one carrying a 10-year or 20- 
year guarantee. 


Buy and Sell Lapses 


Two men had a buy and sell agree- 
ment which originally called for a “must” 
purchase of the client’s business inter- 
est by his surviving associate at a time 
when neither owned insurance on the 
life of the other. Later, policies were 
purchased to make sure that each would 
have the dollars to ‘buy out whichever 
participant was the first to die. The 
agreement was redrawn, with a clause 
that unequivocally provided that the 
agreement was to be null and void if 
either party lapsed his insurance. Yet 
the fact remained that both wanted a 
sale effective at death, whether policies 
were in existence or not. 

Mr. Huber pointed out that the men 
could have made use of these remedies: 
(1) inclusion of the automatic premium 
loan provision in the policies; (2) poli- 
cies could have in any event been con- 
tinued after lapse because they would 
automatically run under extended term 
insurance for a number of years with- 
out further premiums; (3) the right of 
each insured to pay the premium which 
the opposite party had neglected to pay 
and charge it to him; or decrease the 
sums to be paid for the interest of the 
deceased associate by the amount that 
he should have paid as a premium on 
the life of the survivor. 

Probating a will can be a headache 
where witnesses to a will are unavailable. 
Mr. Huber said that frequently people 
are careless about getting witnesses. In 
one case, the first witness was a woman 
called in from an adjoining office by the 
attorney’s secretary and the second was 
the secretary herself. By the time the 
will came up for probate, both witnesses, 
neither of whom were known to the 


client, had long since left for parts un- 
known, happily married and practically 
impossible to trace through their maiden 


The third witness was an elderly 
not even a casual acquaint- 
ance, who had since died. 


New Set of Witnesses 


names. 
gentleman, 


“In some jurisdictions, this situation 
practically amounts to dying without a 
will—something the testator never in- 
tended,” observed Mr. Huber. “The ob- 
vious solution is to draw a codicil with 
a new set of witnesses. If new disposi- 
tions are to be made or other changes 
are contemplated, a new will is in order. 
It is always wise to suggest to a client 
that witnesses selected should preferably 
be younger, known to him and males 
with whom he is not likely to be out of 
touch, rather than single ladies who have 
a habit of marrying and moving sans 
maiden name.” 

Another inconsistency showed up in 
a case where the client’s will bequeathed 
a policy which he owned on his boy’s life 
to the boy. Nevertheless the policy con- 
tained a contingent owner clause nam- 
ing the client’s wife as the successor- 
owner. 

Mr. Huber also mentioned the case 
of a client whose estate was below the 
estate tax exemption, but who had a 
fine home, owned jointly with his wife, 
which had been bought at a fraction of 
its current market value. It was obvi- 
ous that his wife would move into a 
small apartment after his death. How- 
ever, when she sold the property she 
would have to report for income tax 
purposes as a capital gain the profits 
derived from the sale based upon her 
husband’s cost. By transferring her 
rights and reporting the transfer as a 
non-taxable gift the result would be at 
his death that the house would be valued 
in his estate at its current high market 
value. Thereafter, whenever the wife 
might sell, her gain would be only the 
difference between the sale price and the 
sum at which the house was included in 
her husband’s estate. 


Calendar or Fiscal Year 


Another kind of “intent” trouble comes 
up in connection with annual withdraw- 
als from the principal of a trust fund. 
Does the client mean a calendar year or 
does he mean a fiscal year dating from 
his death? How many clients who die 
in December want the beneficiary to 
have a right to invade the trust in that 
month as well as the month following 
which ushers in another year? Mr. Hu- 
ber asked. 

In another case the client wanted his 
wife to have a decent income while the 
children were growing up and then a 
reduced income for life after the children 
were self-supporting. Yet, both the in- 
surance and the trust, made up of out- 
side assets, had been set up so that the 
principal and income would exhaust 
what he expected to leave unless his wife 
obligingly died before a certain date or 
he postponed his own demise. The best 
procedure where assets are limited, said 
Mr. Huber, is to set up the insurance 
under the interest option for the grow- 
ing-up period of the children with an 
automatic or optional change to the an- 
nuity benefit thereafter. Thus the wife 
could never outlive the income arrange- 
ment. The trust should have been su- 
perimposed on the interest option so that 
the principal would be consumed when 
the annuity option went into effect, he 
pointed out. 

Mr. Huber touched on the Wall and 
Holloway cases as meriting the serious 
consideration of clients who are planning 
to buy out fellow stockholders. 

There is a right. way and a wrong way 
of going about this, said Mr. Huber. 
The wrong method is that which ap- 
parently indicates that the corporation 
is making an expenditure on behalf of 
the stockholders or acting as his agent. 
Tax experts who are conservative feel 
that in view of the Wall and Holloway 


decisions it is dangerous for an agree- 
ment to carry a provision that if the 
individual stockholder does not honor 
his obligation to buy the stock of the 
withdrawing stockholder the corporation 
will do so. Others, ev en more conserva- 
tive, believe that it is not wise for a 
stockholder to bind himself jointly with 
the corporation to buy the interests of 
one who withdraws and, said Mr. Huber, 
in the light of the Wall and Holloway 
cases there may be some merit to their 
contention. 


Smaller Employers 


Still Hot tor 
Pension Plans 


C. Rigdon Robb, Northwestern Mu- 
tual, Chicago, told Chicago C.L.U. that 
the tightening labor market and pension 
plans adopted by big industries, have had 
the effect of making small employers 
realize that pensions are more necessary 
than ever to attract more desirable em- 
ployes. Mr. Robb said the advent of 
the Korean war gave small business 
men the jitters, but higher taxes and 
rising profits have changed the picture. 


In prospecting for pensions, Mr, 
Robb, who has a number of such sales 
under his belt, looks for established com- 
panies that are money-makers. Just as 
in individual selling, one can’t sell much 
to the marginal fellow. Industries which 
do a large volume and on which labor 
cost is a relatively small percentage of 
their cost usually offer a better market 
than those depending largely on low- 
grade labor. He said that trade associa- 
tions, mutual insurance companies and 
medium sized banks have been good 
sources of business for him. This is also 
true of business men with highly skilled 
groups and with patented products to 
offer. He has found retail establish- 
ments, small service organizations and 
small banks the least profitable, along 
with small law and accounting firms, 
but he has come across exceptions to 
this experience. 

Mr. Robb commented: “On the sub- 
ject of profit-sharing plans, I am not 
as enthusiastic as some, except as sup- 
plementary to pension plans. Frankly, 
I have never put in a profit-sharing plan 
by itself, because as incentive plans, evi- 
dence indicates they have not been suc- 
cessful with a few exceptions and most 
of these do not involve insurance. As 
a substitute for a pension plan they only 
work if the company has a good record 
of earnings. If the company has a good 
record I have usually found that I could 
commit the employer to a modest con- 
tributory pension plan to guarantee some 
minimum benefits supplemented by a 
profit-sharing plan which perhaps might 
double benefits. During the past year we 
installed profit-sharing methods as sup- 
plement to existing pension plans in two 
cases rather than amend the pension 
plan to provide increased benefits to 
offset the decreased purchasing power 
of pensions caused by the present in- 
flation. Deferred compensation plans 
also offer a good thing, particularly as 
a supplement.” 

Mr. Robb has avoided too much em- 
phasis on the tax angle. It is admitted- 
ly part of the sale, but if its all of the 
sale, the plan usually doesn’t grow and 
may not even stick if the economy hits 
a slight leveling off period. He indi- 
cated that even though the Bureau of 
Internal Revenue has rescinded the 30% 
stockholder rule, it is: advisable to be 
cautious, because they are checking the 
returns very carefully so the buyer may 
get caught later on on his deduction un- 
der 23 (P) as unreasonable compensa- 
tion. 
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Large City Sales 
Enter “Win” Column 


Life sales in each of the 10 biggest cit- 
ies were back in the “win” column for 
April with a number of the cities show- 
ing really substantial gains over a year 
ago in ordinary life sales. L.I.A.M.A. 
statistics showed that Detroit had the 
greatest rate of increase with 26% fol- 
jowed by Los Angeles with 22%, Cleve- 
jand with 19%, Boston with 17%, with 
New York 10%, Chicago and Philadel- 
phia, 5%, and St. Louis 4%. — 

The picture was not so bright for the 
first four months with five of the large 
cities showing decreases. This reflected 
especially the decreases in all of the big 
cities during March. Business for the 
four months was off 13% in Philadel- 
phia, 7% in Chicago, 5% in St. Louis 
and 1% in Detroit. Cleveland business 
was up 19% for the four months, Boston 
9%, Los Angeles 3%, and New York 
City 1%. 

District of ‘Columbia showed the 
greatest increase in ordinary sales in 
April among the states with a 48% gain 
followed by Alabama which led with a 
35% increase for the first four months 
followed by New Mexico with a 34% 
rise. 





Senator Cain Proposes New 
Social Security Approach 


Calling the social security system “an 
unjust and cruel deception,’ Senator 
Harry P. Cain of Washington outlined 
for the anmual meeting of Medical So- 
ciety of New Jersey at Atlantic City, his 
own plan for a new social security 
system. : 

The substance of Sen. Cain’s plan is 
that the government directly assume 
a specific responsibility toward all per- 
sons 65 and over, all dependent children 
and all persons who can show, upon cer- 
tification by a physician, that they are 
permanently and totally disabled. To 
such persons —the old, the dependent 
child and disabled —who apply, the 
government shall pay every month a 
flat sum which shall be tax free. 

“The amount shall be fixed by com- 
petent actuaries and economists,” the 
senator said. “The sum shall explicitly 
be a contribution toward the living of 
the recipient. The government should 
not assume the responsibility of provid- 
ing a living income for any one. The 
government should simply see to it that 
a regular contribution goes to all in 
these categories and that any deficit for 
those who are completely destitute shall 
be taken care of by state and local auth- 
rity. 

The program would be financed 
through a surtax on incomes. 

“The most important feature of this 
concept of social responsibility for those 
in need of aid is that the burgetary re- 
quirements can be calculated for each 
year,” Sen. Cain declared. “In this way 
we escape future obligations which pos- 
sibly could not be met. This concept 
cuts through the present social security 
jungle. The. tangle of contributory 
taxes, varying with income, vanishes. 
The horde of jobholders now required 
to man the social security system be- 
comes unnecessary.” 

In opposing compulsory health in- 
surance, Senator Cain said he thinks the 
doctors could permanently defeat it “if 
they regard the medical care of our 
people as their political as well as their 
professional responsibility.” He said 
there was no single way of handling the 
problem but that a combination of 
moves should prove effective, including: 

Blue Cross plans, insurance for “ca- 
tastrophic illness,” and similar plans 
should be pushed “as far as they will 
g0.’ 


Guaranteed small interest bearing 
loans should be set up—perhaps as a 
result of an undertaking between the 
organized medical profession and the 
banks —to pay medical bills. “Such an 
arangement would knock out the loan 
sharks,’ he said, “and if installment 


payments are good for television sets. 
they ought to be good for medical care.” 

Medical care for the indigent should 
be overhauled and streamlined. 


First Ohio State Seminar 
Lists Prestige Instructors 


Ohio State University will sponsor its 
first advanced life underwriting seminar, 
June 9-13. Instructors will include G. W. 
McKinley, senior economist Prudential; 
B. C. Hunt, 2nd _ vice-president and 
economist John Hancock; P. B. Hobbs, 
Equitable Society, Chicago; R. K. Zim- 
mer, general agent Penn Mutual Life, 
Columbus; K. H. Schmidt, National 
Life of Vermont, Akron; Weymouth 
Fogelberg, Prudential, Indianapolis; 
Sumner Davis, director agency adminis- 
tration Provident Mutual Life, and 
Claris Adams, president Ohio State Life. 

Panel discussions will cover life insur- 
ance as an inflation hedge, and as an 
investment; the producer as an execu- 
tive, and market research for the pro- 
ducer. 








Rejoins New England 
After Year's Naval Duty 


David G. Hunting, former manager 
New England Mutual Life, Philadelphia, 
is in new offices there following a 
year’s service with the navy. Mr. Hunt- 
ing joined the company at Boston, and 
became field assistant at the home office 
in 1949. He was appointed manager at 
Philadelphia in 1951. 


Ohio Federation Elects 
C. D. Rankin President 


COLUMBUS — C. D. Rankin of 
Newark was elected president of Insur- 
ance Federation of Ohio at its annual 
meeting here recently. Vice-presidents 
chosen are Robert K. Zimmer, Penn 
Mutual, Columbus; Otis Harris, Bates 
& Co., Columbus; W. G. Alpaugh, pres- 
ident Inter-Ocean, Cincinnati, and O. G. 
Houch, Athens. Members of the gov- 
erning committee are: William H. With- 
erspoon, Frank L. Barnes, John H. 
Mahon, Sherman R. Henderson and 
Clifford Swanson, all of Columbus; Glen 
Brookhart, Celina, and R. L. Kester, 
Toledo. E. C. Anstaett of Columbus 
continues as treasurer and Homer 
Trantham, Columbus, secretary and 
counsel. 

On the life committee are W. O. 
Rayburn, Ben F. Hadley, William B. 
Hoyer, J. ‘Roth Crabbe, and Kenneth V. 
Fargo, Columbus; Robert F. Horn, 
Mansfield, and F. W. Ehrich, Cleveland. 

A. & H. committee: Clarence L. 
Petersen, A. W. Franklin, J. M. Stew- 
ard, Charles H. Coghlan and E. : 
Welton, all of Columbus; William A. 
Knight, Cleveland. 

Casualty and surety committee: L. H. 
Grinstead, A. V. Harris, Wendell E. 
Meservey, Barnard Nagle, and E. P. 
Gustafson, Columbus. 

The federation adopted a resolution 
opposing the proposal introduced in 
Congress, ostensibly to raise social se- 
curity benefits. It gave these reasons 
for its opposition: The social security 
law should not be changed until the 
study commission authorized by the 
81st Congress in 1950 has completed its 
study; the bill provides compulsory 
medical care for a certain portion of the 
population and thus constitutes an open- 
ing wedge in the administration drive 
for nation-wide medical care; such far- 
reaching legislation should not be rail- 
roaded through Congress without af- 
fording its opponents a public hearing. 

E. H. O’Connor of Chicago, managing 
director of the Insurance Economics 
Society, speaking at the luncheon, said 
the social security act is a vehicle which 
could nationalize and socialize fire, cas- 
ualty, life, and accident and_ sickness 
unless the people are alert and vigilant. 
Recognizing the yearning of the people 
for economic security, Mr. O’Connor 
asserted that the only true security is 
that created by the people themselves 
under the competitive free enterprise 
system that has made America what it 
is today. : 


System Spots Three Basic 


Sales Success Traits 
(CONTINUED FROM PAGE 8) 
of than faith or ambition. Mr. Canner 
finds that this quality can best be ap- 
praised by observation and by looking 
for evidences of it in the man’s back- 
ground and in the way he conducts him- 
self in the negotiations preliminary to 
hiring. How has he managed his life to 
date? Has it been fairly helter-skelter 
or is there evidence of ability to plan 
and then follow through on the plan? 
Does he show a history of having been 
able to live within his income or is his 
family financial life a hodge-podge? 

Mr. Canner usually asks the appli- 
cant to come back another time and tell 
him about his concept of the life in- 
surance business and of life insurance 
selling. He is asked to discuss ‘his will- 
ingness to accept what the life insurance 
business demands of him and his will- 
ingness to discipline himself to the ex- 
tent necessary to achieve his goals. The 
way that the man talks about all this 
gives a good idea of how well organized 
and how capable he is of disciplining 
himself, Mr. Canner has found. 





Convention Dates 





June 4, Fraternal Actuarial 
Edgewater Beach Hotel, Chicago. 

June 13-17, Million Dollar Round Table, 
annual, Mt. Washington hotel, Bretton 
Woods, N. A 

June 16-19, International Asean. of A. & 
H. P a eaciaahianains annual, Asbury Park, 


As6n., 


June 19-21, annual convention of Cali- 
forme Assn. of Life Underwriters, Stock- 

on. 

June 16-27, life officers investment 
seminar, American Life Convention, Be- 
loit College, Beloit, Wis. 

June 22-25, N.A.I.C. annual convention, 
Conrad Hilton hotel, Chicago. 

June 26-28, Texas Assn. of Life Under- 
writers annual convention, Plaza hotel, 
San Antonio. 

June 26-28, American Life Convention 
pee section, Homestead, Hot Springs, 


Sept. 8-12, National Assn. of Life Un- 
ens annual convention, Atlantic 
‘ity. 


Sept. 8-11, hemispheric insurance con- 
ference, New York City. 


Sept. 15-19, insurance section American 
Bar Assn., San Francisco. 

_ Sept. 29-Oct. 1, Life Insurance Adver- 
tisers Assn., Mount Royal hotel, Mon- 
treal. 

Sept. 29, Bureau of A. & H. Under- 
writers, annual meeting, Grove Park Inn, 
Asheville, N. C. 

Oct. 7-10, American Life Convention, 
annual meeting, Edgewater Beach hotel, 

Nov. 17-21, L.I.A.M.A. annual meeting, 
Edgewater Beach hotel, Chicago. 

May 5-7, large companies spring con- 
ference of L.I.A.M.A., Westchester coun- 
try club, Rye, N. Y. 

Sept. 22-24, L.O.M.A. annual meeting, 
Chalfonte-Haddon Hall, Atlantic City. 


Sept. 25-27, Institute of Home Office 
Underwriters, Netherland-Plaza hotel, 
Cincinnati. 


Sept. 29-Oct. 1, Bureau of Accident & 
Health Underwriters, annual, Grove Park 
Inn, Asheville, N. C. 

Sept. 22-24, Life Office Management 
Assn. conference, Chalfonte-Haddon Hall, 
Atlantic City, N. J. 

Sept. 29-Oct. 1, Life Insurance Adver- 
tisers Assn., annual, Mount Royal hotel, 
Montreal. 

Oct. 23-25, Midwest managers confer- 
ence, sponsored by Indianapolis General 
Agents & Managers Assn., French Lick 
Springs hotel, French Lick, Ind. 

Nov. 17-21, L.1.A.M.A. annual meeting, 
Edgewater Beach hotel, Chicago. 


Dee. 11-12, Assn. of Life Insurance 
— annual, Waldorf-Astoria, New 
ork. 








City College of New York is sponsor- 
ing an evening course at its midtown 
center for students of business manage- 
ment that covers life insurance and each 
of the other phases of insurance that 
would be appropriate for consumers to 
know. 





R. F. JOHNSON, 60, with the legal 
department Bankers Life of Iowa from 
1928 until his retirement due to a stroke 
in 1946, died at his home in Hollywood, 
Cal. Mr. Johnson was assistant counsel 
1936-46. 


OPPORTUNITY IN TEXAS 
FOR LIFE SALES EXECUTIVE 


Fast-growing and amply financed 
Texas company operating in 15 states 
seeks services of experienced executive 
as vice-president in full charge of life 


sales. 


Unusual opportunity for qualified 
man capable of earning $10,000-$15,- 
000 upward a year. Reply at once in 


confidence to: 


Box L-78 

The National Underwriter 
175 W. Jackson Blvd. 
Chicago 4, Ill. 
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L.O.M.A. Graduates 
Set for Seminar 


The annual seminar of Society of 
L.O.M.A. Graduates will be held June 
4 in New York City. Theme will be 
new developments, and the speaker at 
the evening session will be Holgar 
J. Johnson, president Institute of Life 
Insurance. 

At the afternoon session, questions 
and floor discussion will follow the 
speakers’ presentations. Moderator will 
be Thomas M. Flaherty, New York Life. 

Don E. Slee, Mutual Benefit Life, 
has as his topic “Dictation by the 
Use of Telephone Instruments.” Charles 
R. Corcoran, Equitable Life Society, 
“New Developments in Life Insurance 
Marketing.” Paul E. Mais, National 
Health & Welfare Retirement Assn. 
“The Development of Retirement Plans 
for Welfare Workers.” Iver Olsen, Mu- 
tual Life “Common Stocks as Invest- 
ments for Life “Insurance Companies.” 
William C. Greenough, Teachers I. & A. 
“Variable Annuities from Equity In- 
vestments.” 


Life of Georgia Concludes 
Three-Day Meeting for 675 


Life of Georgia has just concluded a 
three-day comvention for 675 producers 
and their wives at Old Point Comfort, 
Va. Speakers were R. Howard Dobbs, 
Jr., president; I. M. Sheffield, Jr., chair- 
man; Cody Laird, executive vice-presi- 
dent; George Sheffield, secretary; W. 
S. Owen agency vice-president; G. S. 
Cutini, director of training, and Martin 
Williams, executive director Life In- 
surers Conference. 





Direct College Equities Fund 


College Equities Retirement Fund 
elected to its board seven trustees of 
Teachers I. & A., sponsor organization. 
The Fund and Teachers I. & A. will 
function as separate corporate and finan- 
cial entities. 





Mutual Honors Chicago Veterans 

There were 22 Chicago employes of 
Mutual Life who became charter mem- 
bers of the company’s quarter-century 
group at a testimonial dinner in ‘Chi- 
cago. Edward E. Waller, superintend- 
ent of agencies for the central division, 
presented special awards to John T 
Hermansader, dean of all Mutual em- 
ployes with 49 years of service, and 
Fred M. Phillips, who has been with 
the company 46 years. 


Special Librarians 
Elect Ferguson 


Elizabeth Ferguson, Institute of Life 
Insurance, has been elected president 
Special Libraries Assn. The following 
were elected by the insurance division: 
F. Rowena Phillips, Manufacturers 
Life, chairman; Natalie Binet, Savings 
Bank Life of New York, vice-chairman, 
and Joan Welter, Prudential, secretary. 
Miss Phillips succeeds Hazel Kirk, Mu- 
tual Benefit Life. 

Miss Ferguson has been with the 
institute since 1944. She was formerly 
librarian at Lima, O. She is a graduate 
of Oberlin College and Western Re- 
serve University. 

Pauline Hutchinson, Canada Life, will 
be chairman of the 1953 convention set 
for June 22-26 at an as yet unnamed 
Canadian city. 


Fraternal Group to 
Hear Gov. Warren 


Gov. Earl ‘Warren of California will 
speak June 14 at the dedication of the 
restored’ schoolhouse at Fredonia, Wis., 
where*‘the first Flag Day was held in 
1885. Restoration was sponsored by 
Frdtéfnal Flag Day Foundation, headed 
by Joseph F. Walsh, president Catholic 
Knights of Wisconsin, and former pres- 
ident Wisconsin Fraternal Congress. 

A number of Wisconsin legislators, 
who sponsored the bill which appropri- 
ated $10,000 for development of the 
national shrine, will also speak. 





Booklet Sells Pensions 


A new booklet has been prepared pre- 
senting to the employer factual reasons 
why pensions are a sound investment 
for a business firm. Tax points in regard 
to pension plans are outlined, along with 
other advantages. The copies are avail- 
able from Charles D. Spencer & Asso- 
ciates, 166 West Jackson boulevard, Chi- 
cago. The cost is three for $1. 

A revised edition of “Tax and Mort- 
gage Pointers for Home Owners,” has 
also been issued by the Spencer firm. 
It is used for selling mortgage redemp- 
tion insurance. It explains the new capi- 
tal gains tax treatment on home sales. 
Copies sell for three for $1. 





Canada Life has appointed the Russell 
Co., Washington, D.C., general agents 
for District of Columbia, Maryland, and 
Virginia. 
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Data Given on Equity Annuity Plan 


(CONTINUED FROM PAGE 2) 





month by month and year by year 
through a reasonably long period,” he 
said. “Furthermore, a person who re- 
mained in an equities fund, either on a 
premium paying basis or on an annuity 
basis subsequent to 1932 would have 
found his losses being rapidly recouped.” 

The recent growth of mutual funds 
has helped to impress the general public 
with the potentialities of common stock 
investments, said Mr. Greenough, but 
there is a tendency for the public to 
invest more money in mutual funds 
when common stock prices are rising 
and high than when they are falling or 
low. This fact is sometimes not gener- 
ally recognized because the secular 
growth trend of mutual funds has been 
so steep so as to obscure the cyclical 
trend. The salary deduction method of 
investing annuity premiums will be one 
of the most automatic devices in exist- 
ence for obtaining the investment ad- 
vantages of dollar cost averaging in 
common stocks, he predicted. 


Can’t Plunge Too Deeply 


In the new equities fund, protection 
against an individual plunging too deeply 
into common stocks is provided by the 
requirement that each annuity premium 
going to the equities fund must be ac- 
companied by a payment of equal or 
greater amount to a fixed dollar annuity. 

Mr. Greenough emphasized the differ- 
ence between investing in common 
stocks on a conservative basis as con- 
trasted with trying to maximize gains 
by predicting market performance. For- 
mula plans have this latter element in 
them, he said. For certain investment 
objectives this is entirely proper but it 
is questionable whether such attempts 
should be made in connection with the 
long-range planning needed for invest- 
ment of retirement funds. 

“Some of the major mistakes in the 
past, made not only by individuals but 
also by institutional investors, have been 
in the timing of shifts into and out of 
common stocks at one point in the mar- 
ket,” he said. “Such attempts might 
very well make princes out of retired 
people for short or long periods, but 
there would likely come a time when one 
or more generations of annuitants would 
be hurt severely. 


Philosophy of Humility 


“Perhaps it might be said that the 
basic investment philosophy of the 
equities fund is one of humility—a rec- 
ognition of the fact that common stock 
prices, wars, inflations, deflations, and 
the like can by no means be predicted 
with confidence but that a plan that en- 
visages constant and continuing invest- 
ments in equities over a long period of 
time has a good chance of performing 
nr for the persons covered 
by it.” 

Mr. Greenough said that at the outset 
the equities fund will invest wholly in 
common stocks although at some future 
point it may be appropriate to go into 
real estate and perhaps such things as 
defaulted bonds of a company under- 
going reorganization, in which case the 
defaulted bonds would have equity char- 
acteristics. 

“Sometimes we are asked if it would 
not be a good idea for the equities fund 
to invest in growth stocks during the 
accumulation period and yields stocks 
during the annuity period,” he said. “The 
valuation of each policyholder’s share in 
the fund at all times takes full account 
of both capital and yield factors. There- 
fore it makes little difference whether a 
7% growth has resulted from a yield of 
5% and a capital growth of 2% or a 
yield of 2% and a capital growth of 
5%. By the way, neither yield nor prices 
of common stocks correlate as closely 
with the cost of living index as does 
this combined handling of the two fac- 
tors provided in the College Retirement 
Equities Fund.” 

Mr. Greenough noted some differences 
between the College Retirement Equi- 


—; 


ties Fund and other pension plans cyr. 
rently investing substantially in common 
stocks. The latter plans provide a fixed 
dollar benefit to the participant which 
is usually related to his salary and years 
of service, although it may be a stated 
amount, such as $100 a month. The em. 
ploye may or may not contribute toward 
the support of his pension. In any event, 
the employer’s contributions finance a 
substantial part if not all of the retire. 
ment income. 


Employer’s Cost Would Vary 


Mr. Greenough pointed out that jn 
this type of arrangement the investment 
of part of the portfolio in common 
stocks means that the employer’s cost 
for pensions would vary with the per- 
formance of equity investments. The 
employer takes the risk that the fund 
may be substantially depreciated at one 
time or another but unless this is long 
continued it is usually not serious 59 
long as the total fund is growing, since 
Current income can support outgo with- 
out need for disposing of assets in a de- 
pressed market. 

On the other hand, if common stocks 
appreciate or yield more than expected, 
the employer either uses these increases 
indirectly to cut down his own costs or 


set aside reserves to take care of a future | 


period of decline. Another method js 
for the employer to assume that com- 
mon stocks will provide a higher yield 
and that therefore he can reduce the 
premium payments he otherwise would 
make into a retirement fund. 


No Hedge for Employe 


_ The employe takes no substantial risk 
in decline in the dollar amounts of his 
pension, assuming a stable employer 
who can weather periods of depression 
but in like manner the employe obtains 
none of the advantages of performances 
of common stocks in a rising market. 
Thus there is no hedge against inflation 
for the employe, although the employer 
has a very helpful hedge. 

_ Mr. Greenough pointed out that dur- 
ing depression periods the normally 
poor performance of common stocks re- 
sults in an increase in the employer's 
dollar cost or obligation at the very time 
he is least able to stand it and at a time 
when the typically lower price level 
would justify lower dollar pensions to 
participants. During times of inflation 
the employer’s obligation is likely to be 
decreased, whereas it is the annuitant 
who needs any extra earnings and capi- 





Fidelity 
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High 
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Our leading producers have 
again reminded us that Fidel- 
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V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
V Claim Service 

V Incentive Plans 
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tal growth of equity investments as an 
offset to increases in living costs. 

The active interest in the equities fund 
that has been evidenced by various types 
of financial institutions indicates that its 
principles may be adapted to other situ- 
ations than the educational world, said 
Mr. Greenough. If so, it will have rami- 
fications in the demand for equity type 
investments, he said, for funding of pen- 
sion obligations is rapidly becoming a 
huge operation with as yet undetermined 
jmpact on the economy. : ; 

In his part of the presentation, Vice- 
president Johnson urged his listeners to 
look not so much at the C.R.E.F. me- 
chanical setup, which was tailored to 
meet a special and limited situation, but 
at the underlying principle involved, 
which is the need to supply the pen- 
sioner not just with dollars but with a 
real income which he can exchange for 
the necessities and comforts of life. He 
suggested that they try to solve their 
‘pension problems in terms of creating 
new machinery of their owm to provide 
pension income that is real income, not 
just dollar income alone. To this end he 
suggested a study of the investment 
trust, the pension trust, and state insur- 
ance laws. 





DOLLAR AVERAGING 





C.R.E.F., he said, obviously borrowed 
from the experience of the investment 
trust companies in that it will invest 
exclusively in equities on a dollar cost 
averaging basis and the individual’s par- 
ticipation will be represented by a share. 
But this was about all the investment 
trust machinery that was found useful 
to C.R.E.F. 

Under the investment companies act, 
C.R.E.F. could not do certain things 
that it wanted to do and that are accom- 
plished by C.R.E.F. as finally designed. 
These include the following: Payments 
can be made to the beneficiary or par- 
ticipant as an annuity either on a unit 
annuity basis or by purchasing a fixed 
dollar annuity from Teachers I. & A.; 
benefits of C.R.E.F. are not subject to 
cash withdrawal, nor are they assign- 
able; spendthrift provisions offer pro- 
tection against creditors; payments to 
designated beneficiaries need not com- 
ply with the statute of wills; dividend 
income is accumulated without tax, 
whereas under the investment companies 
act unless 90% of the dividends is paid 
out each year the company must pay the 
regular corporate income tax; contribu- 
tions by an employer are not considered 
taxable income to the employe in the 
year in which they are made to C.R.E.F.; 
there is provision for optional modes of 
settlement; C.R.E.F. is supervised by 
the New York department although not 
subject to most provisions of the insur- 
ance law. The latter provision was con- 
sidered important because of the neces- 


THE 
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sity of close coordination and allocation 
‘of expenses between Teachers and 
C.R.E.F. 

Mr. Johnson said that many of the 
foregoing objectives can be had by es- 
tablishing a pension trust or profit- 
sharing plan. However, these aspects 
of pension trusts might have a bearing 
on the variable annuity idea: there is no 
published ruling of the Treasury de- 
partment that a pension stated in terms 
of units will come within the definition 
of a pension under section 165 of the 
internal revenue code, although Mr. 
Johnson said that he understood that a 
local collector’s office had approved a 
plan for payment of a variable annuity 
as a qualified plan under section 165 
and his personal opinion is that it should 
qualify. 

C.R.E.F. ultimately got a ruling from 
the commissioner of internal revenue 
that the annuity payments under 
C.R.E.F. came within the definition of 
an annuity under section 22(b)(2)(B) of 
the code, but the bureau specifically re- 
stricted the language so that in practical 
effect it can apply only to C.R.E.F. or 
to an organization precisely like it. 


Unrelated Employes 


In addition, Mr. Johnson believes there 
is a question of how far one may pro- 
ceed under section 165 to establish an 
open-end pension trust including unre- 
lated employes. The original provisions 
of the law seem to contemplate including 
in a trust only one employer and its em- 
ployes. There have been gradual expan- 
sions of this concept but C.R.E.F. 
found no good precedent for establishing 
a pension trust open to hundreds of em- 


ployers with thousands of employes hav-. 


ing no relationship to each other except 
that all of the employers were tax-ex- 
empt educational organizations. 

F. also had some doubts as to 
whether the establishment of such an 
open end pension trust organization 
might not be a violation of section 46 
of the New York insurance law, which 
defines annuities broadly and _ places 
their supervision under the insurance 
superintendent and the New York law. 

The special New York legislation per- 
mitting the formation of C.R.E.F. limits 
it to persons eligible for benefits in 
Teachers J. & A. If a standard life 
company should decide that it wanted 
to follow the ideas underlying C.R.E.F., 
Mr. Johnson said it might consider these 
possibilities: 

Might Limit to Options 


1. It might decide to concern itself 
with payments under supplementary 
contracts only and do this by getting 
the insurance law amended so as to per- 
mit formation of a subsidiary corpora- 
tion under which the policyholders or 
beneficiaries would have an option of 
placing insurance proceeds. The corpo- 
ration might invest wholly in equities 
or on a balanced fund principle without 
making fixed guarantees but otherwise 
following the administrative and mathe- 
matical methods used by life companies 
as has been done in C.R.E.F. This 
would be similar to the section of the 
law permitting life companies to form 
wholly-owned subsidiaries to hold real 
estate. If this method is followed, one 
of the knotty questions would be the 
treatment of the new company for fed- 
eral tax purposes, Mr. Johnson pointed 
out. The subsidiary might not come 
within the definition of an insurance 
company under section 201 of the in- 
ternal revenue code. 

2. As an alternative, the life compa- 
nies might ask the legislature to create a 
new section in the insurance law per- 
mitting a separate line of business. This 
might be somewhat analogous to a life 
company handling group annuities or 
A. & H. or industrial insurance. This 
separate section of the law might permit 
the payment of funds to the company 
in exchange for certificates providing 
no guarantees and permitting investment 
in equities much as C.R.E.F. does. This 
program might be complemented by de- 
creasing term insurance issued by the 
regular life insurance department, Mr. 
Johnson suggested. . 


Neal President of 
H. & A. Conference 
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staffs to handle A. & H. complaints. 

Some answers to Mr. Sullivan’s com- 
ments were given in the remarks of 
C. O. Pauley, conference managing di- 
rector, who mentioned that the A. & H. 
business last year showed a 27% in- 
crease in premiums. It is difficult for the 
companies to find enough good per- 
sonnel to process this volume, he said.. 
There is the dilemma of the attack 
on the industry by some in the govern- 
ment, who want greater numbers of 
people covered, and who find it easy 
to offer free coverage. The only answer 
the business can give is to insure more 
people, he pointed out, thus convinc- 
ing the public that the private com- 
panies can do the job. 


Fewer Complaints Now, Pauley Says 


The insurance departments aren’t get- 
ting as many complaints as they did a 
few years ago. Mr. Pauley declared, 
estimating that actually there is only 
about one complaint to every 4,000 or 
5,000 policyholders. He told Mr. Sul- 
livan that he never hears from those 
thousands who have a good opinion of 
the business. 

On the score of how much money 
should be returned to the policyholders, 
replying to the criticism of Mr. Sul- 
livan of loss ratios below 25%, Mr. 
Pauley commented that few veterans 
of the business are left who recall some 
of the bad days, as in the 1930s when 
many companies felt they were not in 
the A. & H. business, but were in the 
unemployment insurance business. It is 
necessary to keep the premiums and 
losses in a position to be ready for 
stormy times. 

An appeal for maintenance of high 
ethical standards was made by Jarvis 
Farley, conference president, in his 
address at the opening session. He urged 
the company men to exhibit their con- 
fidence in the American economic sys- 
tem. 


Cameron Gives Field Viewpoint 


Talks the first afternoon were given 
by C. W. Cameron, southwestern divi- 
sion manager of North American Acci- 
dent, on“‘How Do You Look to Your 
Field Force?” Harry Becker and Ralph 
Heller. Mr. Becker described the make- 
up of the Hospital Finance Commission 
and said he expects it to develop a 
“road map” of problems in _ hospital 
financing that will provide the way for 
a start next year of a planned approach. 
Mr. Heller urged that the companies 
recognize that their business is only 
a small part of the national health prob- 
lem, and that they must play a part 
with that in mind. There should be an 
approach to problems by all companies 
through the sort of clearing house that 
Health Insurance Council might offer. 


Wednesday, Thursday Speakers 


Wednesday morning the _ speakers 
were W. J. Hellgren and A. N. Williams, 
president United States National Bank 
of Denver. In the afternoon, A. D. 
Marshall, General Electric Co.; Frank 

Harrington, Massachusetts Protec- 
tive; E. H. O’Connor, Insurance Eco- 
nomics Society, and Carl A. Ernst, 
North American Life & Casualty, St. 
Paul, president of International Assn. 
of A. & H. Underwriters, were the 
speakers. At the final session Thursday 
morning, E. J, Faulkner, Woodmen Ac- 
cident, gave the address before the 
business meeting. 

Early arrivals Sunday were treated to 
a cocktail party by members of Colo- 
rado Life Convention. Monday was 
given over to entertainment, concluding 
with a dinner at Cherry Hills Country 


Club. 





Great-West Life has moved its St. 
Louis branch to larger quarters in the 
Syndicate Trust building. 


Durham Trust Council Elects 
Al R. Bennett has been elected chair- 

man of Durham (N.C.) Insurance-Trust 

Council, succeeding Carver Peacock. 
Floyd Rhodes, Jr., is vice-chairman; 


Robert Hicks, secretary. 





ACTUARIES 


CALIFORNIA B 
COATES, HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES 
San Francisco Los Angeles 






































ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 ; 





























Harry S. Tressel & Associates 


ferry S$. Tressel, M.A.1.A. 

M. Wolfman, F.S.A. Wm. H. Gillette, C.P.A. 

N. A. Moscovitch, A.S.A. W. P. Kelly 
Robert Murray 




















INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 


























MICHIGAN 








ALVIN BORCHARDT 
Consulting Actuaries 
76 West Adams, Detroit 26, Michigan 
Phone WOodward 1-9515 

















NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Welfe, Corcoran & Linder 
11@ John Street, New York, N. Y. 























PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 








THE BOURSE 

















VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 





Consulting Actuaries 
Employee Benefit Plans 
ATLANTA 


RICHMOND ° 
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THAT'S RIGHT! 


He’s one of many, many thousands of 







successful career life underwriters who 


CLOSE CRUCIAL CASES 


WITH 


“LITTLE GEM” FACTS AND FIGURES 


Be Well Pre pared 


Be sure that you have all the facts, in- 
4 co cluding the important new ones for 52. 
Often the right answer at the right time 
puts YOU ON TOP. 


ORDER YOUR 1952 “LITTLE GEM” WOW! 


About 80% of the 768 pages in the 1952 LITTLE 
GEM are changed to bring YOU up-to-date! 





Easier-to-Read Easier-to-Use 


50th Annual Edition 


F UNTLE GEM HAS THE BROADEST cep 









































MAIL THIS " ; poe 
COUPON FOR YOUR NEW "LITTLE GEM" NOW! Broad sales-making Facts ‘on 
Snel Rae pores TI ore == 1 201 companies—some 50 more 
1 = op eS eee | than its nearest rival! Finan- 
Enter my order for, and . ies. 
I send as al as ‘yblished : __eop___New 1952 “LITTLE GEM"(s) April.* | cial Reports on 300 companies 
0 n( Instant-answers to thousands of 
§ CO Charge my account __.cop__New 1952 “UNIQUE MANUAL"\s) July ($8.50) =, . Pok 
C Send C.O. D ___cop__New 1952 “WHO WRITES WHAT?” Feb. ($3.50) troublesome questions on oh- 
oe *Quantity orders NOT RETURNABLE. l cles, Rates, Values, Dividends, 
gC Check attached r Costs, Options, Financial State- 
i easel O0nK" estecs i ments, etc. — all yours in the 
One or two eee ec. Name Title up-to-date LITTLE GEM—the 
' ck oun me f most comprehensive book of 
B50 copies: ---1:$3:10 6. Company 1 its kind published. 
1 Seer -95 ea. 
J 250 oc meveananane ea. Adives: { 
All prices based on the quan- 
I tity ordered for shipment at | Lo 
one time. City. Zone__State ‘Sf wD 
es VE 
420 East Fourth St. ean 


Fie NATIONAL UNDERWRITER CO. 


iT aKalalaloh ime 4am © lal ie) 











(CONTINUED FROM PAGE 3) 
decision reviewed by top managemen; 
officials of the company under the griey. 
ance machinery hereinatter set forth, i 
is further agreed that the final decision 
of the company made by such top off. 
cials shall not be further reviewable by 
arbitration.” , 

At this stage of negotiations, NLRB 
filed a complaint based on the union’; 
charge that the respondent had refuseq 
to bargain as required by the labor act 
Eventually, an agreement between the 
union and respondent was signed which 
contained a management function clayse 
that rendered non-arbitrable matters of 
discipline, work schedules and_ other 
matters covered by the clause. Hoy. 
ever, the subject of promotions and de. 
motions was deleted from the clause and 
made the subject of a special clause 
establishing a union-management com- 
mittee to pass upon promotion matters, 
Upon review of the entire negotiations 
including unilateral action by the em. 
ployer in changing working conditions 
during the bargaining, the trial exam- 
iner found that the respondent had re. 
fused to bargain in good faith to reach 
an agreement. NLRB agreed with its 
trial examiner that the respondent had 
not bargained in good faith, but the 
board rejected the examiner’s views on 
an employer’s right to bargain for a 
management function clause and held 
that bargaining for inclusion of such 
clause constituted violations of the act. 
Then the board ordered the respondent 
to bargain collectively with the union 
and included in its order a paragraph 
designed to prohibit bargaining for any 
management function clause covering 
a condition of employment. 

American National appealed and the 
board cross-petitioned for enforcement 
and the matter went to the court of ap- 
peals. 


Says Electronic 
Revolution Pends 


(CONTINUED FROM PAGE 3) 

Mr. Sarnoff, that these electronic sys- 
tems can graduate from high-speed 
simple arithmetic to high-speed reading 
and writing. This will mean that infor- 
mation that is compressed today on 
punched cards will be further compressed 
by storing away the necessary figures 
and words on magnetic tapes which can 
be scanned at the rate of many thousands 
of words a minute. 


DOUBLE CHECKING 


‘Methods: of rapidly double-checking 
the results of the computor are being de- 
veloped with success so that one error 
in many billions of transactions should 
be a rarity. This increase in efficiency 
and drastic reduction in time and labor 
can result in economies of startling pro- 
portions. 

“Since a computer’s output, in its 
raw state, is in the form of electronic 
pulses, there are also possibilities for re- 
laying these pulses simultaneously to re- 
mote points before reducing them to 
words and figures,” he said. ‘The capa- 
bilities of our existing means of commu- 
nication for swiftly transferring large 
quantities of information in electronic 
form are still far from being utilized.” 

These modern robots promise to rev- 
olutionize and simplify the clerical oper- 
ations of insurance companies, banks, 
tax bureaus, stock exchanges and bus- 
iness in general, said Mr. Sarnoff. For 
example, in merchandising organizations, 
a single electronic computer can do the 
combined accounting of receivables, pay- 
ables, purchases and stock controls. 


Kansas City Life has awarded its 
agency building award for 1951 achieve- 
ment to the Hunter & Hunter agency 
at San Francisco. 
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DOORWAY TO SUCCESS... 


Our 238 Junior and Senior Dynamo Club Members averaged 
over $350,000 of Ordinary Life business during 1951 


iin Wheres pt Reason 


A. A WELL-TRAINED SALES ORGANIZATION 
B. ARMED WITH EXCELLENT SALES TOOLS and 
HIGHLY COMPETITIVE SALES MERCHANDISE 
Cc. A LIBERAL COMPENSATION PLAN . . . INCLUDES 
1. Free Hospitalization 3. A Non-Contributory Pension Plan 
2. Group Insurance up to $6,000 4. Disability Benefits 


PLUS: Four Decades of Progress 


1. An all time high in new sales, $116,000,000 in 1951 (Includes re-instatements 
and revivals) 

2. Half a billion dollars of insurance in force 

3. Complete mutualization 

4. The completion and occupancy of our new $3,000,000 Home Office building. 


The progress of Pan-American Life Insurance Company is meas- 

ured by the ability and success of its agency organization. 

For Information Address 
CHARLES J. MESMAN 

Superintendent of Agencies 
PAN-AMERICAN 

LIFE INSURANCE CO. 

NEW ORLEANS, U.S.A 








CRAWFORD H. ELLIS 
Presid 


resident 


EDWARD G. SIMMONS 
Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 























THE NORTHERN LIFE INSURANCE COMPANY 











Provides its Underwriters — 


@ Generous First-year Commissions 

@ Full Renewals to the I5th Year 

@ Group Life-Accident-Health Protection 

@ A Life Income Pension Plan 

@ Prize-winning Sales Helps 

@ A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 
Savings 


Managerial Openings in Newly-opened Midwestern Territory. Write 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Bidg., Des 
Moines, lowa. 


NORTHERN LIFE 
INSURANCE COMPANY 


Established 1906 


0. M. MORGAN, President 
Heme Office: Northern Life Tower 
Seattle, Washington 





* 
LIFE * ACCIDENT * HEALTH 
Issued together at a substantial saving, 
or separately 








Fifty-Eighth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $178,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $78,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $215,000,000 . . . The 
State Life offers splendid agency 
opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those qual- 
ified. ‘ 
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THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
e 


MUTUAL LEGAL RESERVE FOUNDED 1894 



































An Old Line Company with an outstanding Record 
of the Low Net Cost. 


Ins. in Force December 31, 1951—$246,139,001. 
Agency Openings for Lutherans in 21 states. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, Iowa 
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THERE’RE SOME GOOD REASONS FOR THIS FINE RECORD! 
We point with pride to: 


@ the excellent morale of the entire field force 

e@ the realistic leadership of our general agents 

@ the field mindedness of the Home Office 

@ the wide range and quality of our policy contracts 

@ liberal underwriting practices 

@ our comprehensive training program for agents 

@ top-flight promotional material—direct mail, sales aids, national ads 


Providing life insurance programs of “planned flexibility” for people with varying 


incomes and all kinds of life insurance needs has been our job for over 100 years. 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Owned by its policyholders — operated for them 


ORGANIZED 1851 





















